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"Sure..-FLEUR-O-LIERS 








“Talk about production! You oughta see how we’re mov- 
ing war orders now, since we put in fluorescent lighting. 
But that’s not the whole story. We put that lighting in 
right with Certified Fleur-O-Liers. Look at those fixtures. 
They’re really built. 


“Did | say they were tough? They’re built to ‘take it’ and to keep right 
on ‘taking it’ 24 hours a day for days on end. That’s the kind of fixture 
we need. We’re cramming three days’ production into one with three 
shifts around the clock. We haven’t got time to fuss with service head- 


aches—and with Fleur-O-Liers we don’t have to! 


“Who makes ‘em? Oh, about 40 leading fixture manu- 
facturers. And they sure are smart! They got the MAZDA 
Lamp Manufacturers to set up 50 definite manufacturing 
specifications. Then they sent the fixtures to Electrical Test- 
ing Laboratories to be tested and certified to those spec- 
ifications. Those testing boys really give a fixture the works! 


When it gets their O. K., you know it’s got what it takes.” 
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. 
Our Cover Right after our last, the May Conven 
n issue, went to press Leon Henderson, Administrator 
the Office of Price Administration, issued regulations 
h amounted substantially to price controls over 
ervthing the wholesaler sells. This, then, made it 
perative that we should plan to carry in our nex’ 
ssue full details and interpretations of the price order 
d—what could be a better subject of a cover for 
it issue than a picture of the price boss himself. 
So—there he is, on our June cover, a close up of wary, 
itty and wise Leon Henderson in an informal pose and 
ith the inevitable cigar in evidence as usual. 
But—inside the cover of this issue the interpreta- 
tions that had been prepared expressly for our readers 
ire nussing. They are “somewhere in Washington” 
waiting official approval by the price boss or one 
his assistants. 
llowever we are happy to present on pages 42-45 
ls of OPA’s Price Control Enforcement Policies 
is explained by David Ginsbu its General Counsel. 


detat 
rg, 
(he missing Price Control Interpretations will follow 


early issue. 
* 
. 
ntories To scotch rumors about the immi 


lrastic limitations on wholesalers’ and retailers’ 
inventories, WPB chairman Donald M. Nelson recentlh 
ressed a letter to the heads of two organizations, 


lnve 


() 


which the following excerpts will be found inter- 
Ye believe that wholesalers and retailers should 
reasonable opportunity to bring their inventories 
line without serious disorder. Beforeany official 
is taken, representatives of retailers and whole 
vill be called into consultation 
ey (wholesalers and retailers) should conduct 
uusiness in a manner which will bring their inven 
to reasonable working minimums in accordance 
riorities Regulation No. 1 as rapidly as is con- 
with the possibility of doing so in an orderly 


ss-like fashion. 
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the idea that 
certain limitations are not on the way because WPB 


However, wholesalers should not get 
thinking is very definitely in that direction. 
Nevertheless Mr. Nelson’s letter indicates not merely 
a thorough and sympathetic understanding of the prob- 
lems involved but also a willingness to work out the 
best possible solution in cooperation with those most 
vitally interested and that’s an attitude worth talking 


about in these days. 


> 
Hopeful TheWPB has issued certain modifications 


to Limitation Order L-79 (Plumbing and Heating 
Equipment) which recognize a need that exists in th 
electrical supplies field also. 

Originally the order prohibited the sales of items 
costing $5 or more, on unrated orders. The amendment 
specifies certain exemptions and includes the following 
welcome provisions : 

“Sale and delivery of any item costing no more that 
$5 is permitted, provided it is part of an order totaling 
no more than $10.” 


* 
Up and Down A new all-time high record was 


established in May, when engineering constructio! 
awards reached the huge total of $1,044,000,000. This 
brings the total for the first 5 months of 1942 to near] 
$4,000,000,000 which represents an increase of 75 pet 
cent over the same period of 1941. 

In contrast, and while it is expected that the Wa 
Production Board's “Stop Construction” order of April 
9, 1942 will be modified quite materially, totals of build 
ing ermits tumbled drastically. 

\pril figures, released by the U. S. Department 
Labor, show value of permits throughout the natio 
(N. Y. City excepted) down 19.1 percent from April, 
1941 and 10 percent below March, 1942. 

However, for the first 4 months of 1942 permii 
totals of all classes of construction were even wit! 















THE BULLDOG FIELD ENGINEER Says: 


“NEW WAR PLANTS...CONVERSION... 
AND ROUND-THE-CLOCK OPERATION 


Are Stepping Up the Opportunity for BullDog Distributors” 


There’s no question about it . . . today’s big 
opportunity for BullDog Distributors lies in 
helping sell BullDog “Plug-in” Power and 
Light Distribution Systems. 


Every new war plant... every conversion 

. . is a potential outlet for BullDog BUS- 
tribution DUCT or Trol-E-Duct Systems. 
Every plant which increases its working 
hours needs just that much more replace- 
ment and maintenance equipment. 

BullDog Field Engineers are selling these 
systems every day to the greatest industrial 
organizations in the country. Such organiza- 
tions are quick to recognize the advantages of 
these BullDog-pioneered Bus Duct Systems— 
how they save production time, executive time, 


BULLDOG 


ELECTRIC PRODUCTS CO. 
‘ 


DETROIT, MICHIGAN 


BullDog Electric Products of a 
Canada, Ltd., Toronto, Ontario / t 





Branch Offices 
in Principal Cities 








ns a 


MANUFACTURERS OF Vacu-Break Safety Switches, SaffoFuse Panelboards, 


maintenance time—how they conserve criti- 
cal materials such as rubber and aluminum. 


These orders for Engineered Systems are 
placed through you . . . make a profit for 
you. They build new contacts for you—create 
new outlets for other products. 


Your responsibility in helping get this 
new business is a simple one. Keep BullDog 
advised of new war plant projects in your 
territory. Keep your customers fully 
informed on BullDog Bus Duct 
Systems ... on the efficiency of 
the BullDog Field Engi- 
neering Staff. If you will 
do these things, you 
can’t help profiting. 


Here is a splendid example of how 
parallel runs of BullDog BUStribution 
DUCT for power, and Universal Trol- 
E-Duct for lighting, take all the guess- 
work out of electrical distribution to 
specific production line locations. 


Switchboards, Bus Duct Systems—FOR LIGHT AND POWER 


SS tall e . 


Circuit Master Breakers, 
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1441, as the gain of 13.1 percent recorded by new non- 
sidential construction just offset the decline in resi- 
ential and other classifications. 


+ 
Total Rationing Remote in a specch made 


May 27, Leon Henderson, Price Administrator, said, 
We are many many moons away from a complete, 
point system type of rationing of all goods.” He em- 
phasized that the more rationing the public does volun 
irily, the less will the Government have to do. 


ry 
Air Conditioning Et Al Under a timitation 


der recently issued, new commercial refrigeration and 
air conditioning installations “designed solely for per 
sonal comfort, such as in theatres, restaurants, hotels, 
etc.” are banned. For the next 90 days only a Army, 
Navy and Maritime Commission will be allowed to buy 
such equipment as quick-freeze mechanical refrigerators, 
ll dividual room coolers, | peveragve dispensers, be ttle CC 01 
ers and similar items. Aft hat, production of those 
lines 1s to be stopped aliahs 

This will hit hard in many quarters, as did earlier 
limitation orders on appliances, radios, etc., but the 
silver lining to the cloud is the huge backlog of business 
that will be there and waiting, when the war is won. 


° 
Production Concentration the frst in 


stance of orderly regimentation of a whole industry is 
under way in the Domestic Cooking Appliance Industry. 
( Non-electric. ) 

W PB’s order will permit only small factories to make 
gas ranges, stoves, cooking appliances. It limits the 
types of products to be made, specifies quantities of raw 
materials that will be available, practically forces the 
larger factories in that field either to get into war work 

close up. 

[mportant point is that this “concentration of pro- 
duction” plan was imported from Great Britain because 
it worked there, and may be expected to be applied to 


? 
Speed ConversioN Waite our production oi 


material during April reached a new high record 


many other fields. 


and will continue to climb—at the \pril rate of output, 


uuld take us 24 years—until the end of 1944—+o0 fill 


he orders placed before April. Much too slow when 

we are fighting a total war for which our enemy has 
been getting ready many years. 

lore speed and more production are needed and 

onversion of plants to war work and sub-contracting 

be promoted in industrial plants by every whole- 

saler and salesman. [ach machine you help put to use 


ar work will serve to speed the end of war and 
rv. 


June 1942 — WHOLESALER’S SALESMAN 


P- 100 Violation The first proven violation of 


-100, Repair and Maintenance Order, has resulted 
in a Suspension Order being issued against a Missis- 
sippi business concern, wholesaling in plumbing sup- 
plies. 

In a nutshell—The company placed seven separate 
orders, certifying that the goods were to be used for 
maintenance, repair and operating purposes. Such was 
not the case. 

Result—No restricted materials will be allocated to 
the offender for 30 days and all priorities assistance is 
withdrawn for the same period. 

Moral—If you want to stay in business, DON’T MON- 
KEY WITH A BUZZ-SAW. Play the game according to 
Uncle Sam's rules, even if it does hurt. Hitler and 
Hirohito would hurt you a lot more if they ever got the 
chance. 


* 
Diathermy +, 


» Federal Communications Commis 
sion has issued an whe requiring that all possessors o 
diathermy equipment including dealers stocks must 
egister each such device with the FCC on forms sup 


plied for that purpose 


very good citizen should broadcast this request On 
the sake of protecting those who are serving our country 
on the battlefront. Many diathermy units are used 


illegally as short-wave radio transmitters by spies and 
fifth columnists. This order for registration is an im 
portant step toward eliminating that menace. Seizure 
and heavy penalties are provided for failure to register 
l 


and for false statements. 


Yes, we are winning this war, because we must. There 


is no other choice. That's what Under Secretary of 
War, Robert P. Patterson, said at a dinner in New 
York, May 20. 

Sut, he warned also that “our battles in this war for 
civilization have only begun” and that “we must organize 
for victory on three important fronts, the production 
front, the transportation front, the fighting front.” 

He urged also that each should take personal respon- 
sibility for protecting vital information. Don’t tell what 
you know about plants, products, output Let the 
enemy guess at what we are doing. 

Incidentally—Have you bought any War Bond 
lately? 


EDITOR 
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FLUORESCENT LIGHTIN 


————55 
——_—S—S SS 


305 GUTH FUTURLITERS brilliantly light the 
way to faster, more efficient production for Uncle 
Sam in this modern Drafting Room working exclu- 
sively on Defense Orders. Right here, where designs 
are made and plans are laid, is the starting place for 
the Drive to Victory. No time for groping—the men 
must be able to see fast, easy, clearly! 


In this 70' x 150' room, GUTH Futurliters with Egg 
Crate Louvres, are now delivering 52 to 54 foot- 


404 


Anniversary 


“SS 


candles of Working Light, at the end of a period of 
several months operation. 


You will be rendering a conscientious, patriotic serv- 
ice by recommending GUTH Fluorescent for Offices 
and Drafting Rooms busy on Government orders in 
your territory. Let our Engineering Staff help you 
work out specifications for maximum efficiency. 


The biggest part of Guth Lighting Equipment is now produced for 
wartime purposes. 


lighting 
| phew A 


WHOLESALER’S SALESMAN — June 1942 






























PRICE ORDER—136 Issuance of this far-reaching 
der has caused confusion and many repercussions 
loday clarifying amendments are in the works, and 
meanwhile it is next to impossible to get any authorita- 
tive interpretations of some of its provisions. 

Sure to come is a better definition of the term “estab- 
lished price”’ as applied to products handled by electrical 
wholesalers so that “published prices” or prices on “con 
ndential price lists” in effect Oct. 1 may be used as 
determining factors. 

Highly desirable is intelligent criticism of any specific 
terms of the order direct to OPA by manufacturers 
and wholesalers whom it affects. No single Washing- 
ton ofhce or bureau can be expected to know all the 
conditions in a particular field well enough to write 
orders that do not cause hardships in some quarters. 

Their intentions are of the best and they are willing 
to listen to suggestions if backed up by facts but just 
general squawks will not do. 


HANDBOOK [very salesman and wholesaler should 
send for a copy of the bulletin entitled “What Every 
Retailer Should Know About the General Maximum 
Price Regulations.” It covers practically all the ques 
tions that may arise and answers them in plain, simple 
language. It suggests “Tests” which the retailer him- 
self can make, to determine whether he is doing the 
ht thing. It lists all the OPA regional, state. and 
trict offices where puzzled retailers may apply for 
ther enlightenment. 
0 get this handbook write the Office of Price 
unistration, Washington, D. C., ask for Bulletin 2. 


SPECIALISTS James S. Knowlson, Director of Indus 
Operations, has announced that specialists in Pro- 
tion Requirements Plan procedure are being as 
ed to all WPB field offices. 
rained in Washington for this highly essentia! 

service, those men will be qualified to give WPB’s Head- 
ters service on PRP applications in every field office, 

by saving hundreds of manufacturers incalculable 
trouble and expense because they will no longer 
to travel to Washington. 
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By "The Man with the Panama Hat’ 


yTRAWS 














PRP SIMPLIFIED New application forms for priorities 
assistance under PRP are to be used for Third Quarter 
1942 requirements. 

Blanket ratings will practically disappear beginning 
July 1. Almost all industries will come under PRP. 
Under guidance of WPB’s various industry branches 
definite “ratings” are being set-up for different indus; 
tries and types of production and these will be evelté 
ally made public so that almost every user will kn@ay 
where he stands on priorities. < 

The plan is expected to speed-up procedure a7fa- 
terially and assure uniform treatment for all fifms 
handling the same type of war or essential civilian 
production in each industry. 


L-63 An interpretation of Section 1046.3 states that 
seeds, plants, livestock, fertilizer, clocks, watches, sport 
ing goods, furniture, pottery, china and glassware need 
not be included in calculation of the dollar volume of 
inventories. To obtain any of those listed materials, 


Form PD-1A should be used and NOT Form PD-1IX. 


SUB-CONTRACTING Latest WIP effort to speed 
sub-contracting of munitions among smaller manutac- 
turers 1s setting up a field organization for digging up 
sub-contraetors. Representatives will rank as Field 
Production Engineers; will travel constantly in an as 
signed territory, from plant to plant; will carry a list 
of orders that might be placed and they will carry 
blue prints and sample parts for display to potential 
sub-contractors. 

This new WPB field organization is specifically 
charged with the following responsibilities: (1) To 
work closely with the metal-working plants within a 
limited area and thereby attain an intiinate knowledge 
of their facilities, (2) to find and catalog all unused 
machine equipment within that area, (3) to match 
material wanted by prime contractors and some 70 gov 
ernment agencies with unused facilitics, and (4) to 
assist subcontractors with engineering and shop prob- 
lems, aid them to get needed machine tools, fixtures, 
cutting tools and materials. 

Creation of a field organization of this tvpe marks 


15 

















TYPICAL row 
of machine 
tools in a plant of 
the Wright Aero- 
nautical Corpora- 
tion, showing the 
f® Busduct used 
throughout the 
entire plant for 
carrying 
electric 
power 


being revamped for armament production 


Me small and medium sized plants are 


Revamping will require expansion of their 
electrical distribution systems for power and light. 
While copper is scarce, rubber is scarcer — and 
the larger sizes of rubber-covered cable are increas- 
ingly hard to get. 


Here's where (Z) Busduct fits into the picture. 
It not only helps conserve the rubber that is so 
essential to our mobile defense units — it is the 
modern method of electrical distribution — flex- 
ible, economical and convenient. 


Production hours are saved by the quick connec- 
tion characteristics of Plugin 2) Busduct, which 
make it possible to move machines to any desired 
position — to plug in at once — and to start opera- 
tion with a minimum loss of time. 


Both Feeder and Plugin @ Busduct may be 
installed with minimum labor cost, and may be 
taken down and moved to new locations with- 
out appreciable loss of material. Exten- 
sions may be made readily to existing 
installations, which need not be 


disturbed. 





(73) Busduct is designed for 2, 3 and 4-wire 
feeder systerns; 250 volt DC, 575 volt AC, maxi- 
mum. Plugin type capacities, 125 to 1,000 
amperes; Feeder type, 250 amperes and up. 


The @ Sales-Engineer Will Help You 


He will show you how this modern distribution 
systern can be applied to advantage in your 
customers’ plants. His long experience will be 
helpful—and he will be glad to consult with 
you without obligation. Write for his name 
and address—or see listing in Sweet's 
Catalog (Architectural Section or 
Industrial-Engineering Sec- 

tion), in Thomas’ Regis- 

ter or in Electrical 

Buyers’ 

Reference. 


_/E THE SIGN OF A 


frank 





FA) BUSDUCT Aclos save rul 


Let Us Send You Bulletin 65 


which gives full details of () Busduct installa- 
tions, with photographs, diagrams and sug- 
gested specifications... Frank 

Adam Electric Co., 

St. Louis, Mo. 


This standard 10-foot section of Plugin 
(2) Busduct shows the nine plug-in 
outlets, and, from left to right, @ 
Shutlbrak Switch Plugin; () Klamp- 
swfuz Plugin (open) and @é Klamp- 
swfuz (closed). 


| ea 
HXdam 





ELECTRICAL PRODUCTS 





M\ FRANK ADAM ELECTRIC CO.) 


\ ST.LOUIS, MO.U.S.A./ 
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e first time that further decentralization of WPB 
activities has been attempted since Donald Nelson origi- 
nally created thirteen regional offices. Directors have 
heen appointed for seven of the regions. Since Detroit 
was the first region to be established, its methods of 
operation may prove a model in other territories. 


RUBBER Don't get the idea that this rubber shortage 
is just one of those theoretical conditions that actually 
does not exist. In fact it’s much more real, dreadfully 
nore acute and more serious than most of us can 
imagine. 

Last week the “Big Four” of our war effort, WPB’s 
Donald Nelson, Rubber Coordinator Newhall, Trans- 
portation Wizard Eastman and Price Boss Henderson 
issued a joint statement, designed expressly to bring 
home to our citizens the seriousness of the rubber 
situation, 

Crux of the statement is that for this year and next 
all available rubber is needed for the most essential war 
uses. Moral is, conserve your tires, raincoats, rubbers, 
galoshes—everything in which rubber is used, because 

there ain't goin’ to be no more. 


FAIR TRADE Nothing in the present rules and regula 
tions of OPA should be construed as an excuse for 
setting aside prices schedules existing under State Fair 
(rade laws if the minimums so established “are equal 
to or less than the ceiling prices set by the General 
Maximum Price Regulation.” So says Leon Hen- 
derson, Administrator of OPA in official Release PM- 
3400. 

He says that Section 8 of the Regulations which pro- 
vides that “lower prices than those established by this 
Regulation may be charged, demanded, paid or offered,” 
should not be construed to express an intent to void any 
seller's obligation to maintain minimum prices under 
any fair trade agreement or State Fair Trade law. 


LABYRINTH ENLARGED Another wing has been 
added to the labyrinth that awaits the wholesaler who 
ventures into Washington without previous training. 
This in the form of a so-called “Services Branch’”’ within 
WPB’s Division of Industry Operations. 

(he announcement says that it is to act as a clearing 

ise for problems confronting the nation’s more than 
2,900,000 service institutions, and wholesale houses are 
listed as one of the classes included in the group 


162 BILLION DOLLARS That, in round figures, was 
the total of war funds made available by Congress or 
he Reconstruction Finance Corp. from the beginning of 
he Defense Program in June 1940 to May 1942. It 
will take another two years before all that huge sum 
actually has been spent but more appropriations wil! 
be made to swell the total until victory is in sight. 


USED EQUIPMENT It’s safe to expect shortly a new 


lormula for determining “ceiling’’ prices on used equip- 


ent. While manufacturers were playing ball and held 


$s on new machinery and equipment to reasonable 


Jun: 
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limits, used machinery dealers not merely have cleaned 
up big profits but they have jacked up prices progres- 
sively and unmercifully as things grew scarcer. The 
end of that is in sight. 


SPREAD OUT To obtain fastest possible production 
in the largest number of plants, WPB continues to force 
prime contractors into sub-contracting, wherever pos- 
sible makes prime contracts with smaller concerns. Ori- 
ginally a hand full of large companies were given most 
of the prime contracts because they could provide man- 
agement talent. Today WPB favors smaller companies 
and finds that good results can be obtained. 


FLUORESCENT INVENTORIES On May 22 WPB 
issued a call for filing complete inventories of fluorescent 
lighting equipment. Every manufacturer, wholesaler, 


“dealer, with over 25 complete fixtures or 100 or more 


ballasts or 500 or more starters must report inventory 
as of June 2 

Object is to get a complete picture of present inven- 
tory status, this to serve as guide for drawing possible 
amendment of Fuorescent Limitation Order L-78. 
Important interests are trying to get the effective date 
pushed back four months so that they may use at 
least part of the fall lighting season in which to unload 
finished units. Insiders say that chances are good for 
getting a substantial extension. 


L-63 Amendment No. 3 to this Suppliers Inventory 
Limitation Order was announced May 25, 1942. Those 
located in the Eastern or Central War-Time Zone may 
carry an inventory equal to two-thirds the dollar value 
of sales shipped from inventory during the three pre- 
ceding calendar months. Those located in any other 
time zone are permitted inventories equal to full sales 
for the three preceding months. BUT there has been 
so much cheating on inventory limitations in certain 
quarters that some drastic restrictions may be found 
necessary. It’s no secret here in Washington that a lid 
may have to be clamped down so as to make sure that 
available supplies will be distributed equitably, wherever 
needed 


AND NOW L-123 This order, issued May 26, 1942, 
at first reading will seem to cut deep into the heart 
of—no—not Texas but industrial business, yET—-when 
we realize that the industrial business of the nation 
through sub-contracting and conversion WILL BE WAR 
BUSINESS it looks quite different. 

The order covers such items as transmission equip- 
ment, (4 hp. and over) ; industrial fans, blowers, pumps, 
electric motors, (1 hp. and over); electric controls 
manual and magnetic, including safety switches for 
motors (1 hp. and over). It provides that such equip- 
ment should be shipped only against orders with prefer- 
ence rating of A-9 or higher excepting by authorization 
of WPB’s Director of Industry Operations. (Au- 
thentic copy of the complete order L-123 reached us too 
| 


pe printe d 


late for publication in this issue. It will 
in full in our next issue. The Editor) 
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Better Lighting Keeps War Goods Movin 


A 400-watt high intensity 
Mercury Lamp installetion in 
important warehouse, using 
Edwin F.Guth Company fixtures 
and Jefferson Transformers. 


















_ 7 


erson Transformers Selected 
NA 
V1 


. 


ercury Lamp Performance 
@ Correctly designed and coordinated to govern the current through 
the starting and operating cycles of mercury lamps, Jefferson 
Transformers more than meet the most exacting requirements. They 
insure maintained high efficiency and are built to traditional 
Jefferson standards of quality. 

Tested and approved by Electrical Testing Laboratories of New 
York, they are listed also by Underwriters’ Laboratories, Inc., and 
carry the Underwriters’ Re-examination Service Label. Indoor and 
Outdoor types are made in all standard capacities. 

To be sure of top mercury lamp lighting results—specify Jefferson 
Transformers. JEFFERSON ELECTRIC COMPANY, Bellwood (Suburb of 
Chicago), Ill. Canadian Factory: 60-64 Osler Ave., W. Toronto, Ont. 
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For Outdoor or Indoor 
Service ... Single and 
Two-Lamp Transformers 


Bulletin 401-ML contains & : 
complete descriptions, illus- i J E r F E a 5 0 N 





trations and data on trans- 
formers for 250-watt and 


100-~wot tones— sooo ed | MSS 


pictuers TRANSFORMERS 


(weatherproof) service. 
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URCE [hese monthly reports covering the business 

tivities of electrical wholesalers throughout the United 
ites are collected and compiled by The Bureau of the 
nsus of the U. S. Department of Commerce. 
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Business Index 
For the Month of April 1942 


SALES April sales of electrical wholesalers through- 
out the country were up Y percent over the previous 
month. This indicates a rather steady and healthy situ 
ation because the March figure, although down 5 per- 
h 15 


percent increase in February 1942 over February 1941, 


cent, was being compared with the unusually hig 


which latter was a record-breaking month. As _pre- 
dicted here, 1942 sales are hovering within close range 
of 1941 levels, with WPB Limitation Orders, halting 
of part of the building program, shortages of appliances, 
and other factors, preventing any important advances. 

April 1942 sales were 8 percent above the same 
month of last year when sales reached the peak of the 
1941 Spring defense production boom and were 64.3 
percent above April 1940. 

Compared to 1941, sales for the next two months 
may show larger increases if the war program con- 
tinues on the present high level because May and June 
figures will be compared with those of 1941 when de 
mands for defense production eased up and the index 
dropped well below the winter and spring gains. What 
effect the establishment of price-maximums will have 


on the dollar sales figures remains to be seen. 


INVENTORIES For the first time in four months, 


inventories, as reported by 292 wholesalers, showed a 


considerable drop below the previous month’s level, 
registering at 91 percent of the March figure. The only 
higher previous drop during the defense-war produc- 
tion period was December 1940, when inventories 
tumbled 12 percent. 

This April 1942 drop is neither the result of an unbal- 
anced regional distribution, nor the result of uneven 
sales cutting into wholesalers’ stocks. Instead, the near 
stoppage of all shipments of appliances, and shortages 
in certain industrial supplies are considered to be the 
main reasons for the 9 percent decline. However, if 
more of the essential electrical supplies were not moving 
into the wholesalers’ stockrooms at a normal pace the 
inventory drop probably would have been much greater. 


C 0 L L E C T 10 " \) The average collection percentage of 
the 308 firms reporting was 74 percent, the same as for 
the previous month and 6 percent below the April 1941 
figure. Accounts receivable were down 4 percent against 
March, a natural drop considering that March billings 
reflected the extraordinary sales volume made in Febru- 
ary. However, the accounts receivable were 20 percent 
ahead of the same month of last year. 
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Here’s what | tell em about these 
lamps that “stay brighter longer” 


The customer who is interested in fluorescent lighting primarily wants to know 
just one thing — how much light he will get for his money. Here are a few 
of the reasons why G-E MAZDA F Fluorescent lamps are better today than 
ever before — why they give such dependable service — why they stay brighter 
longer — why it pays to look for the G-E mark on fluorescent lamps. 


IMPROVED OPERATION THROUGHOUT 

LIFE is achieved through safe, accurate in- 
jection of mercury by automatic machines, 
specially designed by G-E engineers. 


GREATER COLOR UNIFORMITY . . . con- 
trolled and checked by “electric eyes” with 
color filters. 


MORE UNIFORM, EASIER STARTING results 
from exact pressure control of argon gas 
used in lamps. 


MACHINE - DRAWN, HOT- ROLLED GLASS 
TUBES, cut to precise lengths, assure straight 
lamps and proper socket fit. 


IMPROVED CATHODES practically eliminate 
occasional early end blackening. 


GREATER UNIFORMITY AND DEPENDA- 
BILITY are assured by constant inspections 
throughout manufacture and a double final 
inspection before delivery. 





BETTER PERFORMANCE in service results 
from more complete exhausting of impure 
gases. 


SMOOTHER, MORE UNIFORM PHOSPHOR 

COATING OF CORRECT THICKNESS, result- 
ing from new and improved manufacturing 
techniques, gives lamps better appearance and 
maximum light output. 


9 “DOUBLE - COIL” CATHODES help insure 
long lamp life and ruggedness. 


10 “BUMP” TESTED to assure sturdy construc- 
tion. 


] BALANCED PERFORMANCE .. . lamps are 
designed to work in perfect co-ordination 
with standard certified ballasts and starters. 


] MORE LIGHT FOR CURRENT CONSUMED 

... the result of over 60 years of continu- 
ous lamp research and manufacturing ...a pro- 
gram that started with Edison’s first lamp. 
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REGIONAL ANALYSIS APRIL, 1942 


HE distribution of sales during April showed some- Figures in this table apply to the geographic divisions 
what less violent discrepancies in performance of dif- as outlined and numbered in red ink on map above 
ferent regions, than did March. However, there is some 
indication that a “bouncing” effect is still going on in SALES INVENTORIES 


the index. The high regions in April were, as a rule, APRIL, 1942 — Geographic} APRIL, 1942 
. . : Compared in % with Division Compared in % with 

the lows in March, and in turn, were the highest in (See Red 

February. This may be considered a natural condition figure on . 

. ? March | April Map) March | April 

1942 1941 1942 | 1941 





in an index based on month to month comparisons, 
when there is not a normal and steady flow of materials, 
and when shipments from manufacturers come in waves, 110 | 102 
generally reflected in waves of sales, because goods are 107 110 
shipped out again on accumulated back-orders almost 109 | 101 
as soon as received. 103 19 


89 | 107 
93 112 
91 96 
86 106 
ae | 101 
87 82 
86 93 
95 97 
94 


As a rule, however, the majority of regions showed “> | US 
a fairly even balance with each overcoming the March Pn ae 
drop. Notable exceptions are Region 9, the Pacific area, 91 
where the highest gain, 20 percent, was registered over 126 
the March figure. Region 6 and 7, comprised of the 
ast and South Central States, registered the unusual 109 108 a ta 1 104 
situation of dropping below the previous month as well 
as the same month of the year before, in both sales and 
inventories. vidual regions do not correspond to the variance in 
For the first four months of 1942, compared with the their respective sales performance, and show no par 
same period of last year, Region 6 shows a gain of only ticular relationship to the March figures, so that it ma) 
6 percent in sales. The average sales for all regions for be assumed that the flow of deliveries of goods fron 
that period is 19 percent. The Pacific States lead with electrical manufacturers was fairly even throughou 
a 27 percent gain, followed closely by the South and the country. 
Middle Atlantic Regions with 25 and 22 percent. Compared with April, 1941, a wide variation in th 
The average inventory drop of 9 percent compared condition of stocks by region is observed. Regions 6 an 
with the previous month was well distributed through- 7, as noted before, fell to 82 and 93 percent respectivel 
out the nine regions, with no group more than 5 points of their last year’s figure, even though wholesalers 
above or below the average. The highs and lows of indi- inventories at that time were not particularly hig! 
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Wholesalers § 


NEWA Meets at Hot Springs; 
Talks WPB—New Set-up 


NEWA has spring gathering in atmosphere heavy with war produc- 


tion problems, priorities, scarcities, price ceilings. Speakers are from 


Washington. Organization changes effected for speedier functioning. 


HE mass of new problems confront 
| tem the war-time wholesaler today 
iccounted for the unusually large at- 
tendance at what may be the last Hot 
Springs Convention for duration. The 
program, condensed into a 3-day ses- 
sion, concentrated on bringing to the 
wholesaler factual data and interpre- 
tation that would make him better 
‘quipped to handle his part as a whole- 
saler serving the country’s war pro 
luction program. 

30th general sessions for members 
ind guests took place on Monday, with 
John M. Newton, chairman of the 
Executive Committee making the 
pening address. The three speakers 
vere: C. McKew Parr, senior elec- 
trical consultant of the Distributors 
Branch, WPB; W. J. Flynn, chief of 
the Wiring Materials Section, Lumber 
ind Building Materials Division, 
WPB; and N. J. MacDonald, vice- 
president in charge of sales, priorities 
ind procurement for the Thomas and 
Betts Co., Inc. 

\t the opening session, reports were 
given by the association’s counsel, 
Dana T. Ackerly, and by Warren I. 
Bickford, chairman of the Program 
Committee. An unscheduled discussion 

{ the Maximum Price Regulation 136 
vas presented by E. A. Duddy of the 
Machinery Division of, OPA. 
Che Executive Committee, burdened 
s year not only with war-time prob- 
is but those of reorganization, met 
ee times on Sunday, again on Tues- 

and finally on Wednesday when 
president and vice-president were 
ointed. The thirteen commodity 
imittees met with manufacturers on 
‘sday morning. This year, because 


ot the general problems of the whol 
appliance industry, the five separate 
appliance committees met jointly with 
manufacturers to hear an address by 
L. E. Moffat, editor of Electrical 
Merchandising, who took part in the 
lengthy discussion that followed. On 
Wednesday, at the final session for 
members and guests, chairmen of the 
various association committees made 
their annual reports. 

With the convention period short 
ened to three days, there was no regu- 
lar sports program for the men. How- 
ever, many of the members and guests 
found opportunity to play golf at 








NEW MANAGING DIRECTOR, 
W. J. Parker, his wife and former 
managing director E. Donald Tolles 
on the porch at Hot Springs. 











IN APPRECIATION of their work 
for electrical wholesalers, N. J. Mac- 
Donald and C. McKew Parr were 
honored by NEWA with gifts. Mac- 
Donald beams at his punchbowl while 
Parr thanks the members for his 
binoculars. 
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sometime during the three days. 

To entertain the ladies present, a 
bridge party was held on Monday 
afternoon and on Tuesday the annual 
putting contest took place. For their 
ichievements in bridge, sixteen women 
won prizes of folding umbrellas, which 
were promptly unfolded for the rain 
which hit Hot Springs intermittently 
jor the next two days. The putting 
contest was again this year supervised 
by N. J. MacDonald. The first prize 
of a pair of Terrace Lamps was won 
by Mrs. Mal Heron of New York. 
Mrs. E. A. Loyd of Atlanta, Ga., took 
home a travel clock for second prize, 
ind a silver compote, the third prize, 
went to Mrs. E. K. Moore of Chicago. 

At the closing session, Mr. Newton 
told the members that because of the 
problems that may come up during 
the coming year, the next convention 
could not be scheduled so far in ad- 
vance. The gathering voted to leave 
the decision on a convention and the 
selection of time and place up to the 
Management Committee. The members 
indicated by a show of hands that if a 
convention is practical next Spring 
they would prefer to go again to Hot 
Springs. 


lmmportant organizational changes 
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Letter sent to conduit users urging conservation of zinc. 


Because zinc is a critical material, General 
Electric recently sent a letter to 23,400 conduit 
users—electrical contractors, plant engineers, 
consulting engineers and central station officials 
— urging them to use black enamelled conduit 
instead of zinc-coated conduit. . 


In this way General Electric is co-operating 
with its distributors in emphasizing an alternate 
conduit which should be used for every installa- 
tion where conditions will permit. The letter is 
in line with a previous letter sent to distributors 
last year, quoting a plea for the use of black 
conduit, made by George Andrae, Chairman of 
the National Electric Contractors Association, 
Codes and Standards Committee. It also is in 


line with the Emergency Alternate Federal 
Specification E-WW-C-58la, issued on June 30, 
1941, wherein black enamelled conduit was 
specified to replace all zinc-coated conduit 
‘‘where it may be considered a suitable alternate.”’ 


As noted in the letter, however, some condi- 
tions absolutely require a zinc-coated conduit 
and for them G-E distributors can supply the 
most durable conduit made, G-E White. This 
letter urging the use of black conduit is only 
one of the ways General Electric is co-operating 
with its distributors in aiding the war -effort. 
Conduit Products Section, Appliance and 
Merchandise Department, General Electric 
Company, Bridgeport, Conn. 


GENERAL () ELECTRIC 
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were announced or made effective 
during the convention. 

In a change designed to streamline 
the association for war-time service, a 
5-man Management Committee was 
organized. D. Lyle Fife, Detroit, Mich., 
will act as its chairman as well as 
president of the association, the title 
of “president” being new this year. 
It corresponds to the position of chair- 
man of the Executive Committee, a 
position held for the past two years 
by John M. Newton of Holyoke, Mass. 
Details of the organizational changes 


are presented in another article in this 
issue. 

At the opening session on May 18th, 
John M. Newton, as chairman, an- 
nounced that E. Donald Tolles had 
retired from his post of Managing 
Director, and that a special committee 
had appointed W. J. Parker, 366 Park 
Ave., New York, to be Acting Man- 
aging Director. However, since the 
close of the convention it has been 
announced that Mr. Tolles will main 
tain his contact with the industry as 
treasurer of the association. 


WPB to Inventory Fluorescents 
Wholesalers to File PD-499 


Fluorescents Limitation Order L-78 struck many snags. 


Repercussions plentiful and violent. WPB making valiant 


effort to eliminate inequalities now, seeks data, help 


|‘ order to determine the extent of 
existing stocks of fluorescent light- 
ing fixtures and parts which might be 
used directly in the war effort, the 
War Production Board has requested 
all producers and distributors to pro- 
vide complete information on their in- 
ventories as of June 2, on form PD- 
499. ; 

This form is being issued in accord 
ance with Section (f) of Limitation 
Order L-78 on fluorescent lighting fix- 
tures, which requires the filing of any 
reports considered necessary by the 
War Production Board. 

The forms, which may be _ repro- 
duced in the same size and form as 
the official blanks, will be ready for 
distribution within a few days. Com- 
pleted reports are to be mailed to the 
Lighting and Fixtures Section, Build- 
ing Materials Branch, Ret. L-78, on or 
before June 5, 1942. 

Manufacturers, assemblers, whole- 
salers, distributors, or retailers of 
fluorescent lighting fixtures, ballasts, 
ir replaceable fluorescent starters must 
file the form if stocks, regardless of 
wnership, amount to 

(a) Twenty-five or more complete 
fixtures including ballasts and _ start- 

rs, or 

(b) One hundred or more separate 
vallasts, or 

(c) Five hundred or more separate 
eplaceable starters. 

Inventories may be combined on 
the report for those firms having 

tocks in one or more location. Loca- 
ons covered, however, should be 


sted on a separate sheet. 
\s defined by the instructions of the 
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PD-499 form, a complete fixture means 
any fluorescent lighting fixture which 
has been manufactured and assembled 
complete with ballasts, replaceable 
starters, and all component parts ex 
cept lamp tubes, so that it is ready tor 
shipment or installation. 


League Activities 
Tie Into War Effort 


RB adjusting their services to local 
problems in helping members t 
gear into war effort, electrical leagues 
have demonstrated once more the real 
need for cooperative organizations 
within the electrical industry. In some 


cases, members have set up an organi- 
zation which is designed to respond 
to some emergency, such as a power 
failure. In other cases exhibits of black- 
out materials and products have proved 
of greatest value. There has been 
constant call for priorities information 
to which leagues have responded by 
sending out bulletins, h Iding confer- 
ences, and acting as a clearing house 
for such information. A complete sum- 
mary of League activities would not be 
possible here, but a brief review of 
what has been done by some leagues 
follows. 

The Electrical Association of the 
Niagara Frontier sends out timely bul- 
letins and details information on pri- 
orities procedure. 

North Central Electrical Industries 
has recently devoted a major portion 
of its bulletin “Contacts” to priority 
regulations, and cooperates with local 


(Continued on page 60) 





NEWA FLUORESCENT FIXTURE COMMITTEE, one of the thirteen 
commodity committees that met with manufacturers at the Hot Springs 
Convention. Rear: Frank Argast, Farrell-Argast Electric Co., Indianapolis ; 
G. E. Glatthar, Art Metal Company; H. D. Roden, Roden Elec’l Supply 
Co., Knoxville, Tenn.; Joseph Kreiger; Verrall Moe, Moe Bros. Mfg. Co., 


Fort Atkinson, Wisc. Front: U. 


J. Schlotter, Independent Electric Co., 


Muskegon, Ill.; Max Held; A. N. Anixter, Englewood Elec’l Supply Co., 


Chicago. 
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NEWA Streamlines 


For Wartime Service 


New five-man Management Committee, headed by a President, free 


to act quickly and decisively on war problems. Sp<.-ers at Hot Springs 


stress importance of wholesalers’ services to war production program. 





Y enactment of the most radical 
organizational changes in its 
entire history, the National 
Electrical Wholesalers Association 
at its Hot Springs Convention swept 
away all remnants of an easy-going, 
slow-acting peacetime trade associ- 
ation and put itself on an active war 
footing. This reorganization, keying 
NEWA more closely in to the war 
program, will enable it to work 
effectively as the representative of 
the war-minded and war-working 
electrical wholesaling industry. 
The new 5-man management com- 
mittee, now in office can meet and 
act within 12 hours, compared with 
the weeks which previously were 
found necessary to get action 
through the widely separated 18 
members of the executive committee. 
And for the first time, NEWA has 
a president to head the association 
and to be chairman of the new man 
agement committee. Furthermore, in 
full-time service will be a new man- 
aging-director, who is expected to 
efforts toward keeping 
association members better able to 


bend his 


met the vital distribution problems 
of the moment. 

Heading the new set-up is D. 
Lyle Fife of the Fife Electric Co., 
Detroit, Mich., with the title of 
President, and duties as chairman 
of the management committee. This 
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committee is composed of Mr. Fiie, 
F. R. Electric 
Supply Co., Chicago), J. G. Johan- 
nesen (General Electric Supply 
Corp., New York), John M. New- 
ton (Oakes Electrical Supply Co., 
Holyoke, Mass.), and Walter Wil- 
liaamson (Westinghouse Electric 
Supply Co., New York). 

The program of the convention 
was designed to bring wholesalers 
up to date on the problems of war- 
time distribution. 

With a thought-provoking and 
analytical study of what he at one 
time called “the wholesaler when the 
war is over’, John M. Newton, 
chairman of the Executive Com- 
mittee, made the initial address and 
voiced the welcome to Hot Springs. 
His address included the warning 
that the wholesaler must put some 
element of research into his busi- 
ness today—particularly “common 
and is reported elsewhere in 
this issue. 


Eiseman (Revere 


sense , 


WPB Electrical Section Urged 


During his opening address, Mr. 
Newton took the occasion to honor, 
in behalf of the members of the 
association, the work and accom- 
plishments of N. J. MacDonald, of 
the Thomas and Betts Co., and C. 


McKew Parr, senior electrical con- 


sultant of the Distributors Branch 


of WPB. In making the presenta- 
tions Mr. Newton said: “Let me 
state emphatically . . . if it were not 
for these two men, and their un- 
ceasing and tireless efforts, the posi 
tion of the electrical industry today 
would be far less understood . 
We owe them a debt we can never 
repay.” 

To each of these men from Wash- 
ington, Mr. Newton presented the 
association’s tokens of appreciation. 
To Mr. MacDonald went a silver 
punch bowl, and to Mr. Parr a fine 
pair of binoculars. 

The accomplishments of Mr. Mac- 
Donald and Mr. Parr led Mr. New- 
ton onto the subject of having eiec- 
trical wholesalers represented in 
WPB. He told the- audience that 
“when the accomplishments of Mac- 
Donald and Parr are listed and one 
knows something of the obstacles 
they have encountered, it is evident 
how much simpler would have been 
their task and how much more they 
would have accomplished if there 
had been an electrical branch within 
WPB—a branch composed of manu- 
facturers, wholesalers, retailers— 
headed, undoubtedly, by a manufac- 
turer, but each division headed by a 
man familiar with his special section 
of the industry. 





“Almost every business, large and 
small, has its branch, with the excep- 
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Completing two years as chairman of 
the Executive Committee, John M. 
Newton urged wholesalers to serve 
the war effort today, also plan for 
post war period. 





tion of the electrical industry whose 
volume reaches hundreds of millions 
of dollars each year. It is beyond 
my conception why such a branch 
has not been established.” 


E. Donald Tolles Retires 


Donald 
lolles as Managing Director of 
NEWA was announced by Mr. 


Newton with a statement of appreci- 


The retirement of E. 


ation for his 26 years of service in 
guiding the efforts of the executive 
bodies of the association. It was 
icknowledged that, for a long while, 
Mr. Tolles has desired to give up 
the responsibility and devote more 
of his time to his family. (Since close 
' the convention Mr. Tolles has 
igreed to act as treasurer of the 
issociation. The Editor. ) 

Mr. Newton also announced that 
e had appointed a special, informal 
ommittee to serve with him in 
selecting a new managing director. 
(hese men were: J. L. Busey (Gen- 
ral Electric Supply Corp.), F. R. 
iseman (Revere Electric Supply 
0.), L. E. Latham (E. B. Latham 
Co.), A. L. Nicoll (Graybar Elec. 
o., Inc.), and Walter Williamson 
Westinghouse Elec. Supply Co.). 


mpowered by the executive com- 
ittee, this group met several times 
elore deciding on W. J. Parker of 
ew York City as Acting Manag- 









A handclasp of good wishes from 
John M. Newton, left, to D. Lyle 
Fife, new president of NEWA. He is 
first to bear that title, new this year. 


1 


ing Director. Mr. Parker has had 
more than 20 years experience 
association management. 

Addressing the same _ session, 
Dana T. Ackerly, the association 
counsel, reiterated that “all condi- 
tions in the wholesale business must 
be considered in thoughts of war”, 
and that unless each wholesaler and 
the association serves with redoubled 
efforts, the industry would be false 
to the men on the battle lines. This 
cooperation, he stated, includes com 
plete obedience to WPB rulings and 
an acknowledgement that the law is 
what comes out of Washington to 
day. 


Price Ceiling Explained 


An unscheduled sp.aker, Mr. E 
A. Duddy of the Machinery Division 
of OPA, was introduced and given 
time to explain provisions of Regu- 
lation number 136 which establishes 
maximum prices on machinery but 
actually includes most of the supplies 
and equipment sold by electrical 
wholesalers. He discussed the sec- 
tions dealing with electrical goods, 
saying that on and after June Ist 
no one can sell or lease electrical 
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Twenty years experience in organiza- 
tional work is behind W. J. Parker, 
newly chosen as Acting Managing Di- 
rector. 





goods at a price higher than that in 
effect on October Ist, 1941. He 
brought out that the Machinery 
Order did not include such retail 
goods as domestic appliances, lamps 
and flashlight batteries, which are 
covered in general consumer price 
celling regulations. 

he Machinery Order establishes 
four types of price maximums, Mr 
Duddy told the wholesalers. These 
are: 1). The established October 
Ist, 1941, price; 2). Where there 
was no price effective on that date, 
then the maximum price will be 
based on the same margin or mark- 
up of a similar item; 3). Where 
there was no price on that date and 
there are no similar items, the whole- 
saler must file with WPB the price 
being instituted and the billing dates; 
4). If the price was raised by the 
supplier between September Ist and 
October Ist. 

Mr. Duddy emphasized that the 
price-ceiling regulations do not per- 
mit the seller to eliminate discounts 
to different classes of buyers or to 
discontinue services, etc., which were 
in effect October Ist. Taxes added 
since October lst may be added to 
the established price, but they must 
be billed separately. 

Used electrical equipment was also 
covered in Mr. Duddy’s discussion. 
Two methods of determining maxi- 
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saw and described such new regula- 
tions or modifications as one similar 
to the Plumbers number P-84 which 
would permit selling certain scarce 
items in less than five dollar lots. He 
foresees the day when every order 
and every bill will have to list the 
end uses, regardless of how many, 
and when basketing of ratings, per- 
mitting the assignment of 1 or 2 
ratings to small orders may be per- 
mitted. 





1. 


mum prices were cited. Rebuilt and 
guaranteed equipment will be priged 
at not more than 85 percent of the 
October Ist price of new equipment. 
Equipment not rebuilt or guaranteed 
can not be priced at more than 55 
percent of the October Ist price of 


new equipment 


Parr Describes WPB 


\t the Monday afternoon general 
NEWA 
members and manufacturers received 


a detailed close-up of the WPB 


from ¢ 


session, the audience of 


Mckew Parr. senior elec 
trical consultant of the Distributors 


Branch of W | B. 


described the Distributors Branch 


In particular he 
and the machinery and people at 
work on the problems of the electri 
cal wholesaler. He answered the 
frequent voiced criticism of the 
WPB Field Office staffs by saying 
that although all branch office mem 
bers are schooled in Washington 
before they go into the field, the 
number of industries that come into 
the scope of their attention is so 
large and the problems are so varied 
that it is impossible for any one of 
them to have adequate knowledge on 
every subject. 


Looking into the future, Mr. Parr 


~ 





3. 








WPB Needs 


Trained Personnel 


Guest speaker W. J. Flynn, chief, 
electrical wiring materials section, 
WPB, stressed the need for more 
assistance to the War Production 
Board from the members of the 
association and their industry. He 
said that the need for trained per 
sonnel is great. “The keeping of 
this vital personnel within your in 
dustry at this time is, to my mind, 
un-American.” Mr. Flynn said. “I 
have spoken to some of you gentle 
men relative to securing this trained 
personnel but to date have enjoyed 
little success. I now appeal to you 
as patriotic Americans to give this 
suggestion real thought and submit 
to me, at the very earliest oppor- 
tunity, the names of some men in 
your organizations who are equipped 
to do the job we have for them in 
Washington.” 

(Mr. Flynn’s address, presented 
unofficially before the association, is 
covered in more detail elsewhere in 
this issue. ) 

In his address as the second sche- 
duled speaker of the general session, 
N. J. MacDonald, Vice President 


of The Thomas and Betts Co., 


stressed the importance of a general- 


speed-up in the war production pro- 


gram as the country goes all-out in 
building the largest Army, Navy and 





1. E. A. Duddy of OPA discussed 
the price-ceiling order 136, told how 
to figure established price of electrical 
equipment. 











2. Straight from the Distributors 


Branch came senior electrical con- 
sultant C. McKew Parr with an ac- 
count of WPB operations. 





3. Dana T. Ackerly, NEWA counsel, 
told gathering that “all conditions in 
the wholesale business must be con- 
sidered in thoughts of war,’ urged 
redoubled efforts. 


#. N. J. MacDonald foresaw at least 
70 percent of industrial production 
turned to war goods, more rationing, 
complete freezing of prices, end of 
building program. 
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industrial facilities in the world. 

In order to accomplish in 2 or 3 
years what Germany did in 10 years, 
this nation must put at least 70 per- 
cent of its industrial production into 
the war effort, Mr. MacDonald said. 
This would mean rationing almost 
every consumer item, c mverting al- 
most every industrial facility, sus- 
tremendous 


pending the building 


program that is already under way, 
and complete freezing of prices. The 
wholesaler will be geared into this 
program actively, Mr. MacDonald 
stated, concentrating his services and 
] 


facilitics on maintenance, repair and 


conversion work. 


New Members for NEWA 


At the morning session, Mr. New- 
ton announced that the following 
new members have been added dur- 
ing the past vear: Ace Electric 
Jacksonville, Fla.; J. 
George Fischer & Sons, Saginaw, 


Supply Co., 


Mich. ; Germantown Electric Supply 
Co., Philadelphia, Pa. ; Loeb Electric 
Co., Columbus, Ohio; Milner Elec 
tric Co., Cleveland, Ohio; Service 
Elec. Supply Co., Fitchburg, Mass 

Southern Elec. Supply Co., Hous- 
ton, Texas; Key Cities Electrical 


Supply Co., Inc., New York, N. Y 


4. 






































NEWA 


New Acting Managing Director of 


Long Experienced in Association Work 








W. J. PARKER 


ICKING an Acting Managing action that might result in a hap- 
Director for any association is no hazard appointment, but instead he 
easy job, but—to pick one for selected a committee—informally 
organization like NEWA is a to counsel and advise in the choice. 
| task, because there are so many As might be expected, and true to his 
gles, so many ramifications, so ingrained ultra-conservative in 
ny different viewpoints to be rec- stincts, he chose for that committee 
‘iled. such members as would collectively 
Knowing all that, John M. New- represent all the important segments 
chairman of NEWA, took no of the electrical wholesaling indus- 
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try. And who would dare to say 
that John Newton, Fred Eiseman. 
Les Latham, John Busey, A. L. 
Nicoll and Walter Williamson did 
not represent a true cross-section of 
electrical wholesaling—1942 model 

Vested with authority from 
NEW A’s Executive Committee, to 
select a man who might be qualified 
to step eventually into Donald Tolles’ 
job, the committee met numerous 
times to consider its assignment and 
sift down all the candidates that ap- 
peared to qualify for consideration. 

They finally decided on W. J. 
Parker, and their choice was con- 
firmed by his official appointment as 
Acting Managing Director, so that 
Mr. Parker was on hand at Hot 
Springs to be inducted into office, to 
meet the gang and get the feel of the 
industry. 

However none of these latter steps 
were new to Mr. Parker, because he 
has been in trade association work 
for the last twenty-five years. 

Born in Cleveland 52 years ago, 
Mr. Parker also attended school and 
college in his home town. After 
some excursions into mortgage bank- 
ing and mining, he went into trade 
asst ciation work, liked it so well, did 
so well, that he has stayed at it ever 
since. His experienced with other 


organizations is expected to prove 


exceedingly valuable to NEW A 











a Rcasinaanecaniaes 


SOCKETS THAT ARE 
4 WAYS BETTER! 


Hygrade now offers a complete line of 
fluorescent lamp sockets, designed to fit not 
only its own lamps and fixtures, but to be 
interchangeable with the sockets of many 
other leading manufacturers. 


Hygrade sockets embody four outstanding advantages, not 
found in any other kind: 


1 They’re stronger, more durable, all over. 


2 They're made so they never break at the lamp 
insertion point. 


3 They're designed so tne lamps are easy to insert 
and can’t fall out. 


4 They're built so starters always make positive 
contact with one easy twist. 


NO FLASH! NO FLICKER! 


NO ABUSE TO BALLAST! 


The Hygrade Premium Mirastat is the 

only standard starter made that breaks 

the circuit automatically when the 

lamp’s useful life is ended. This exclu- 

sive Hygrade device stops the continual 

flashing of dead lamps; protects the ballast against 

overload; prevents power waste; prolongs starter life. 

Like all Hygrade starters, the Premium Mirastat insures positive 
starting and re-starting. 


MIRALUME F-240, one of many Hygrade Miralum: 
fixtures for every industrial need. 











The big Money‘ 
i in the Big Leagues 


In 


HERE’S “bush league’’ equipment aplenty 

floating around—for those who want to 
take a chance on it. But if you want to make 
real money in fluorescent, you'll find it pays 
to sell the best. 


You can back A-1 material to the limit, and 
be certain your promises won’t kick back at 
you. You don’t have to worry about returns 
and complaints. Once a customer is sold, he 
stays sold! 


All that is doubly true of Hygrade fluorescent 
equipment. 


When you handle Hygrade, you can go to 
bat for a whole line-up of A-1 material, and 
mister, you can really swing from the heels! 


For Hygrade /amps give more light, last 
longer than any other kind. 


Hygrade fixtures are easier and more eco- 
nomical to install, entail less maintenance, 
are adaptable to almost any lighting need. 


Hygrade Mirastat starters provide sure, 


FHlyorescent, foo / 


trouble-free starting and re-startiny. 


Hygrade sockets are sturdier, longer-lasting, 
especially designed for simple handling. 


You can feature any one of these star per- 
formers individually, or you can sell complete 
Hygrade installations — every element engi- 
neered and assembled by us—with our guar- 
antee back of the entire package. 


It’s a great Opportunity to bat 1000 in the 
profits league, and you won’t want to pass 
it up. 


If you’re not already playing ball with 
Hygrade, write today for full information. 


NEARLY 100 PATENTS PROTECT HYGRADE LIGHTING PRODUCTS! Extraordinary 
lighting efficiencies are obtained in Hygrade Fluorescent Lamps by tuning the 
ultra-violet energy to the 2537 Angstrom Units wave length effective in causing 
the porous film (Hygrade Patent No. 2,096,693) to generate light as shown 
in Hygrade-controlled Patent No. 2,126,787. Hygrade products are exclusively 
protected by a large number of other patents, including No. 2,201,817 and 
No. 1,982,821. 

Hygrade Miralumes incorporate the high power factor, low stroboscopic cir- 
cuit described in Hygrade patent 2,195,114 and the quick, trouble-free start- 
ing described in Hygrade patent 2,195,115. Practical design features that 
meet the specific needs of industrial and commercial light users are described 
in Hygrade patents D-120,563, D-122,145, D-122,236, and D-122,903. 


“Everything that’s finest in fluorescent”’ 


/HYGRADE SYLVANIA CORPORATION 


Salem, Mass. 


Manufacturers of Hygrade Incandescent Lamps, Fivorescent Lamps, Fixtures, Starters, Sockets and Sylvania Radio Tubes 














Camera Clicks 
at Hot Springs 


























































WATCH—The Watchword 


There can be no dreaming about what present orders and those to 


come mean to the wholesaler’s very existence. It is not merely 


important, but absolutely essential that he be awake in analyz. 


ing present developments in terms of their future significance 





T is extremely pleasing to wel- 
come to this Thirty-Fourth An- 
nual Convention of the National 

Electrical Wholesalers Association 
our members, manufacturers, and all 
other guests. May each one of you 
find it well worthwhile and most 
enjoyable 

When one thinks about Bataan 
and Corregidor, it is almost like 
looking at a man drowning and 
seeming to possess no power to help. 
Such, however, is not our case, be- 
cause the electrical wholesaler is 
everywhere performing a very valu- 
able service in the war effort. We 
should, therefore, pledge ourselves 
again and again to do our best, co- 
operating with every branch of the 
government, rendering every pos- 
sible service to all defense plants, and 
in every way assisting to prevent 
similar tragedies in other parts of 
the world. 

Such thoughts and the rapidly 
changing picture make it even more 
difficult than ever to try and express 
today’s ideas about our industry that 
will not be out-of-date before the ink 
is dry. This was my problem, and 
therefore it seemed best to let the 
newspapers and radio take care of 
the news and devote my time to our 
business and perhaps how it is 
affected by today’s events. 

When we look back at the array 
of governmental orders that have 
faced the electrical wholesaler and 





have gone into the discard in the 
last few months—P-25-C—P-22— 
M-67 — PD-227 —and dozens ot 
others, it is like looking at a dis- 
carded picture puzzle that the child- 
ren have played with. 

One does not have to stretch. his 
imagination much to conceive how 
Rip Van Winkle must have felt after 
twenty years of slumber. Yet, gen- 
tlemen, we are supposed to be awake 
and there is no dreaming about the 
effect that present orders and those 
to come are to have on our very 
existence. 

Mr. Electrical Wholesaler and 
every other person in business, you 
are to be regimented more and more 
for the duration. Woe be unto the 
man who still thinks he can run his 
business with no thought of complete 
compliance and cooperation with 
Uncle Sam. 

Sometimes our misfortunes are 
blessings in disguise, and perhaps 
L-63 may prove to be a blessing, 
when the smoke has cleared away 
When the order file is full, one of 
the most dangerous individuals in 
the world is the over-optimistic 
buyer with a purchase order blank 
in one hand and a fountain pen full 
of ink in the other. Regardless of 
the serious attempt to prevent price 
rises, every one of us knows, if we 
stop to think, that today’s prices are 
higher than they will be when the 
emergency or the war ends. 





(1) K. C. Gifford, Schick Dry Shaver, 
Inc.; R.M. Johannesen, Johannesen Elec- 
tric Co., Greensboro, N. Carolina. 


2) A. L. Hallstrom, Graybar Electric 
Co.; R. G. Robbins, Hubbard & Co. 


(3) M. W. Bedient, L. A. Wooley, Inc., 
Buffalo; H. R. Allen, Square D Company. 


(4) George Hollie, Youngstown Sheet 
& Tube; T. C. Treadway, Treadway 








Electric Co., Little Rock, Ark. 


(5) G. *V. Weir, Eastern Electrical 
Wholesalers Association; A. Fromm, 
Morristown Electrical Supply Co., Mor- 
ristown, N. J.; I. G. Trattler, Eastern 
Tube and Tool Co. 


(6) Julius Saltzman, Germantown Elec. 
Supply Co., Philadelphia; M.S. Muller 


Commercial Control and Device Co. 















































* By John M. Newton™ 


ly *From the address made at the opening 

‘ of the Convention at Hot Springs by 

yZ- Mr. Newton as Chairman of the Execu- 
tive Committee. 
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| have been giving much thought 
to the 


morrow : 


electrical wholesaler of to- 


his place of business 
handle—and 


perhaps his place in the community 


the material he will 
of which he is now a part. Each 
time I meditate on the future ahead 
of us, I am reminded of the story of 
the flat which still 
Panama City 


arch stands in 


vy while the church of 
which it was originally a part is 
The 


heard it, was that the priest who was 


largely in ruins. story, as I 
building the church found it neces- 
sary to build an arch of much flatter 
construction than would normally be 
required for such a wide span. It, of 
course, had only crude brick type of 
construction but, when the supports 
removed, it fell. It 
built, and fell a second time. Finally, 
the priest told his people that when 


were was re- 


the supports were removed the next 
time, he would stand under the arch, 
so that if it fell it would cost his life. 
Chey then built with such care that 
when the supports were removed the 
irch stood. 
Three centuries later, when the 
ontroversy was raging as to whether 
to build a sea-level or lock canal at 
Panama, the decision in favor of the 
lock canal is said to have been made 
n the basis of the discovery of this 
rch, which, from its peculiar con- 
truction, could not have withstood 
irthquake shocks. It was, there- 
ire, taken as evidence that for at 


if For Wholesalers 


least three centuries there had been 
no earthquakes in that area, and the 
advocates of the lock canal, as dis- 
tinguished from the sea level canal, 
prevailed. 

To a degree, greater perhaps than 
we realize, the forward thinking and 
planning of this group will have its 
effect on the future of our industry. 

Greece destroyed Greece; Rome 
annihilated 
sponsible for the downfall of France ; 


Rome; France was re- 
and so let us not be guilty of destroy- 
ing the electrical wholesale industry 
or N.E.W.A. by any temporary sel- 
fishness and greed or the inability 
to plan for the future and the changes 
it will bring. 

Who knows but what the copper 
conductors of today 
be made of a yet unknown alloy of 
conductivity and 
with an insulation materially unre- 
lated to today’s product. What may 
such a wire do to present conduit 
standards? Will this 
made of steel, or will the tremend- 


may tomorrow 


greater covered 


conduit be 


ously increased aluminum produc- 
tion find an outlet for a part of its 
product? Perhaps the circuit break 
ers and switches will occupy only a 
small part of the space allotted to 
them today, making useless all our 
known boxes, fittings and covers. 

Fixtures of plastics may replace 
the brass and copper of this century. 
Can one even dream what our coffee 
makers and toasters may in future 
look like, if we then should be old- 
fashioned enough to drink coffee 
and eat toast! 

And while we are yawning aiter 
the long sleep, are we sure our 
present methods of distribution are 
going to prevail? If they change, are 
our present business homes going to 
adequately provide for the new com- 


(Continued on page 55) 





Thomas Christianson, East Coast 
Electric Supply Co., New York; K. S. 
Corke, H. J. Gorke Estate, Syracuse, 
Vo 


W. M. Goodrich, Goodrich Electric 
Co.; D. Braddock; S. A. Martin, Ameri- 
Automatic Electric Sales Co. 

Geo. Hollie, Youngstown S. & S&S. 
Co.; Hoyt O. Smith, The Hardware & 
S.pply Co., Akron, Ohio. 






















(4) Chas. G. Pyle, Hygrade Sylvania 
Corp.; L. E. Reid, American Electri 
Co., St. Joseph, Mo. 


(5) H. J. Reinhardt, Frank Adam Elec- 
tric Co.; Miller Kleine; “Bud” Conklin, 
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Inc.; 


(6) I. C. Reif, John I. Paulding, 
Vic Nemeroff, Electro Mfg. Co. 
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The Enforcement Policy of 
The Office of Price Adminstration 






































































O those of us who have worked with 

Leon Henderson these past 24 months, 

whether on the government or on the 
business side of the table—who have seen 
NDAC become OPM and OPACS, and 
OPACS become OPA—the substance and 
essential unity of OPA’s basic policies are 
reasonably well known. 

But now the group working with, and 
for, OPA is being greatly enlarged. The 
issuance of the general maximum price 
regulation brought almost every business 
transaction under a price ceiling. Soon 
80 percent or more of the housing accom- 
modations in this country will become 
subject to rent regulation. As goods grow 
scarce because of war, consumer rationing 
will necessarily be extended from tires 
and automobiles and sugar and gasoline 
to other fields. The rather exclusive fra- 
ternity of those who knew about OPA 
and dealt with it has, therefore, been 
enlarged to include every buyer and every 
seller in the United States. 

Never in our history has there been so 
vast a civilian war program. 

Never has any important government 
control been so completely dependent on 
the good will and the confidence of the 
peeple themselves. 

In view of the recent tremendous ex- 
tension and impact of our work, I am 
taking this opportunity to set forth as 
clearly and as simply as I can the present 
enforcement policy of the Office of Price 
Administration. This, I know, is a hard- 
sounding subject. And, at a time when 
every decent person is trying to do his 
share in the war effort, it may seem ill- 
timed. What I have to say, however, is 
designed not as a_ belligerent threat. 
but as a considered word of reassur- 
ance to the great rank and file of buy- 





*Text of the address delivered before 
the National Association of Purchasing 


Agents at New York, May 27, 1942. 
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ers and sellers in this country who are, 
we know, the beneficiaries and sup- 
porters of our program. 

As we see it, there are three essential 
conditions to effective enforcement. 


Why Price Control 


In the first place, we know that price, 
rent, and rationing controls could not be 
enforced against 130 million adversely 
minded citizens. Unless most of the peo- 
ple appreciate the vital importance of the 
price and rationing program to them- 
selves and their families, to their busi- 
nesses, and to their country—we cannot 
succeed 

Our first job, therefore, is to bring 
home the fact that these regulations are 
necessary for the national safety and 
welfare, that it is a serious crime to vio- 
late them, and that there is nothing clever 
or smart in being able to frustrate their 
purpose without punishment. 

3y seizing more than his fair share, by 
cheating in order to avoid the lesser dis- 
comforts of war, the rationing violator 
marks himself as a petty thief who steals 
needed goods from his honest and patri- 
otic neighbors. 

By charging more than the lawful 
price, by seeking out technical loop- 
holes, and profiteering, the seller who 
violates our regulations is moving us 
just another step forward to a spiral of 
rising prices that may end in disaster. 

By bidding for goods without regard 
for the lawful price, and by conniving 
with the seller to cover up the violation, 
the buyer may be ripping through the 
fabric of the priorities and allocation 
system—and diverting precious war ma- 
terials to unnecessary or less important 
uses, 

Soldiers may die because of these 
things. 


And the buyer who deliberately takes 


part in any such transaction is just as 
much of an economic fifth columnist as 
the seller who seeks to profit by his 
country’s danger. 


Must Have Cooperation 


Secondly, we must seek gradually to 
enlist the full energies and aid of all who 
are eager to have the program succeed 
Even if the Office of Price Administration 
had a hundred thousand inspectors as 
resourceful and competent as the ace 
investigators of the FBI or the Treasury 
Intelligence, the objectives of the price, 
rent, and rationing programs could not 
be attained without the wholehearted 
cooperation of business and consumer 
groups. 

Every businessman has a real stake 
in the war against inflation. Let th 
skeptical opportunists recall the bankrupt 
cies during and after the first World 
War—in this country and abroad. Far 
seeing business leaders can do their part 
by setting an example of wholehearted 
law observance in every community 
throughout the country. Consumer pat 
ticipation and responsibility must, an 
can be, secured. OPA has a well-wisher 
in every woman who shops to feed and 
clothe a family. Civilian defense has, 11 
large measure, been entrusted to volun 
teer air raid wardens. Perhaps in this 
field of economic defense there will be a 
similar place for volunteers under disci 
pline and direction from our professiona! 
enforcement staff. Better Business Bu 
reaus, trade unions, industry associations 
Chambers of Commerce, Bar Associations 
and other organized groups all have th 
responsibility of leadership which we kno 
they are willing to assume. 


Prepared for Enforcement 


Lastly, there is the matter of our ow 
organization. No agency, based in Wasl 
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By David Ginsburg 


General Counsel 
Office of Price Administration* 





ington, can administer and entorce nation- 
wide programs for the control of prices, 
rent and rationing. The problems with 
which we deal are national because they 
arise out of war, and touch the economic 
welfare and security of every person whe 
lives in the United States. The magnifi- 
cent success of the Selective Service 
Program has demonstrated that where, 
as here, the matters to be dealt with are 
in a literal sense nationwide—administra- 
tion must be local. 

Accordingly, we have established in 
each community, and in each neighbor 
hood of our great metropolitan areas, war 
price and rationing boards, composed 
f unpaid volunteers. These are our com- 
mittees of neighbors. They are the back- 
bone of OPA. In large measure our 
success depends on the energy, fairness, 
and good will of these hardworking, 
patriotic board members. 

We have also set up a system of re- 
gional, state, and district offices, not only 
to handle enforcement problems in their 
areas but to provide prompt and intelli- 
gent service covering the interpretation 
and adjustment of price and of other 
regulations. 

Washington’s part is to originate policy 

nd to coordinate administration. Just as 
local boards and our field offices 
vide that intimate knowledge of local 

needs, without which enforcement cannot 
intelligent or effective, the Washington 
ff provides the necessary understanding 
over-all problems which will insure 
iinst discrimination and inequalities be- 
en industries and regions. It would 
intolerable if a violation led to jail 
one community and to a mere repri- 
nd in another. 

hese, then, are the three preliminary 

ditions to the success of our enforce- 

t program—public understanding and 

ptance, local leadership in law observ- 
and decentralized administration. 


With these in mind, the general entorce 
ment policy of the OPA can be consid 
ered in proper perspective. 


Why Price Control Will Work 


In framing our policy, the first prob- 
lem was to reach some decision regard- 
ing the probable size of the job. The 
answer turned on whether public opinion 
was with us. 

Two years of experience with price 
control, and contact with thousands of 
buyers and sellers throughout the coun 
try, convinced us that by far the great 
majority of people were willing and eager 
to abide by controls that they felt were 
necessary and fair. We found that the last 
war had taught a bitter lesson. Business- 
men knew now the awful results and 
aftermath of wildly rising prices. They 
knew that inflation would undermine our 
war program and destroy the possibility 
of a lasting peace. And in recent months 
they had come to the solemn realization 
that the war on the home front against 
inflation was only second in importance 
to the war abroad. 

The heartening experience with ration- 
ing during recent months likewise demon- 
strated that the people at home were 
quietly ready to make whatever sacrifices 
the war demanded. True, they wanted 
assurance that what we did was really 
required. True, there were some grum- 
blers who complained about the petty 
inconveniences that any large scale regu- 
lation brings. But once convinced that 
what OPA sought to do was required 
by the war and that we were making 
every effort to speed and simplify our 
procedure—the response of the American 
people to rationing was magnificent. 

The enforcement program of OPA, 
therefore, concerns not the many but the 
few. And it is designed to assure the 
millions of our people who have willingly 
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and deliberately assumed their share of 
the burden of this war program, that the 
few who blindly and selfishly demand busi- 
ness and profits and Sunday joy-riding 
as usual, will not go unscathed. 


Equitable Enforcement 


On the legal staff of OPA, however, 
there are no members of the “crack- 
down” school. We have established 
careful and scientific procedures for the 
investigation, analysis, and review of com- 
plaints of price and rationing violations. 
When thorough examination has made it 
clear that the law has been violated, it is 
our policy to adjust the severity of the 
enforcement sanctions—of which there are 
several—to the culpability of the violator, 
and to the gravity of his offense against 
the national interest. 

Where reported violations are technical 
or unwitting, we have, from the outset, 
developed and applied many different tech- 
niques of amicable settlement and cor- 
rection. We fully appreciate that an hon- 
est error of interpretation must not be 
treated in the same manner as a deliberate 
violation. And we have accordingly sug- 
gested that persons guilty of technical 
price violations, as a token of good faith, 
simply make a donation to the United 
States Treasury in the amount of the 
overcharge. During the world war Mr. 
Herbert Hoover, as food administrator, 
followed a similar practice which often 
led to contributions to the Red Cross. 

Buyers, as you know, are treated dif- 
ferently under the different OPA regu- 
lations. 

In rationing, our regulations apply 
equally to buyers and sellers. The con- 
sumer who buys in a black market is 
equally guilty and equally culpable with 
the black market operator. Crooks and 
racketeers are already trying to move 
into rationing. So far as we are able to 
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we shall put them and those who 
with them behind bars. 


Observe Ceiling Prices 

In price control, the considerations are 
different. Under the law, price regula- 
tions cannot run against the consumer 
purchaser—the housewife, for example, or 
any other person who buys for the satis- 
faction of personal needs. But the regu- 
lations can, and normally do, run 
against the commercial buyer—the per- 
son or company who buys in the course 
of trade or business. 

The congress felt, and we agreed, that 
the violations most difficult to detect and 
punish are those in which large-scale 
buyers and sellers conspire to avoid regu- 
lation. For this reason OPA price regu- 
lations above the retail level normally run 
against both buyer and seller. This means 
that the commercial buyer must at all 
times be just as careful as his supplier 
to abide by the ceiling price. Ordinarily 
he can discharge his obligation by getting 
a written statement or affidavit from the 
seller that the latter has complied with 
the law. 

Effective enforcement is based on hard- 
hitting professional investigation. Ordi- 
narily these investigations will be handled 
by OPA investigators in our regional, 
state or district offices. They will deal 
with the complaints which have been 
filed with us. But they will also take part 
in compliance drives, planned and directed 
from Washington or the regional office, 
and designed to bring out the full facts 
concerning national or regional compli- 
ance with price and rationing regulations. 

Investigations have already been begun 
in iron and steel scrap, used tires, waste 
paper, and several other industries. As 
our inspection forces are built up, this 
vital aspect of our work will be increas- 
ingly important. In particular cases or 
investigations we often have the welcome 
aid of the Federal Trade Commission, the 
Tariff Commission, the Department of 
Justice, and other similar federal agen- 
cies. Soon we hope to enlist the help of 
state and local police and other state law 
enforcement agencies 


Three Enforcement Weapons 


Once investigation and review have 
confirmed the fact that the law has been 
violated, a choice must be made as to the 
appropriate form of enforcement action. 
In the field of price control we have three 
civil sanctions available—the injunction 
suit, license suspension, and the treble 
damage suit. 


Injunction Suits 


Injunction procedures are well known, 
and the price control law, like many other 
federal laws, provides simply that when- 
ever any person has violated or is about 
to violate any price regulation, the ad- 
ministrator may apply for a court order 
enjoining further violation and enforcing 
future compliance Temporary Restrain- 
ing Orders are also available so that en 
forcement litigation may be timely and 
direct. : 

Since the price control law became ef 
fective, injunction proceedings have been 
brought against a large number of indi- 
viduals and corporations who have been 


guilty of violating maximum price regu- 
lations. In some instances the defendants 
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have voluntarily confessed their guilt, and 
have agreed to consent decrees by which 
their future dealings become subject to 
close judicial supervision. Others have 
chosen to litigate. But in every case we 
have found the courts fully aware of the 
deadly consequences of uncontrolled price 
violation, and normally we have secured 
board orders restraining future unlawful 
buying and selling practices. 


License Suspensions 


The injunction suit is of course a very 
speedy sanction, and so far it has been 
our main reliance in the price enforce- 
ment program. But public opinion will 
not be satisfied to permit a confirmed and 
habitual violator merely to be put on his 
bond not to repeat his unlawful conduct. 
In such cases License Suspension Suits 
are more appropriate and effective. 

With some few exceptions, the price 
control law authorizes OPA to issue or 
require a license as a condition of doing 
business. Incidentally, the issuance of 
such a license is a very simple and pain- 
less process. The Price Administrator 
merely declares that a particular indus- 
try or group of sellers is licensed, and 
thereafter, without any inconvenience, the 
industry or group is subject to licensing 
control. Registration may also be re- 
quired, but this merely furnishes the Ad- 
ministrator with information which he 
could obtain in other ways. 

Warning Notice 

If the licensee thereafter violates any 
price regulation or order, the statute re- 
quires OPA to send the licensee a warn- 
ing notice by registered mail. A second 
violation enables the Administrator to 
bring a suit for the suspension of the 
license for a period of not more than one 
year. Every retailer and every supplier 
of a retailer has already been licensed 
under the general maximum price regu- 
lation. Other regulations have licensed 
other classes of sellers. 

Our lawyers are fully aware that it is 
a severe measure to suspend a license and 
so to suspend a man’s privilege of doing 
business for as long as a year. We shall 
ask the courts to suspend licenses only if 
the gravity of the offense merits the 
severity of punishment. But, where viola- 
tions are persistent and reckless of the 
national security, we shall request the 
courts to withdraw from the violator the 
privilege of doing business which he has 
so grossly abused. In times like these 
even a private business is a public trust. 
License suspension suits are the impeach- 
ment proceedings by which we remove 
from positions of economic responsi- 
bility those who have shown them- 
selves unworthy of further confidence. 


Treble Damage Suits 

The third civil sanction which is avail- 
able for the enforcement of price and rent 
regulations is the Treble Damage Suit. 
This provision becomes effective for the 
first time on July 31 of this year. Under 
the law, every consumer-purchaser, every 
person who buys for his own use or con- 
sumption other than in the course of 
trade or business, every tenant, may bring 
a suit for $50 or three times the amount 
of the overcharge, whichever is greater 
plus lawyers’ fees and costs. The Treble 
Damage Suit arms the consumer with a 
simple weapon by which he may protect 


himself from a profiteering seller or land 
lord. 

3ut the Treble Damage Suit is not 
available to the commercial buyer who 
unlike the consumer purchaser, is himsel 
subject to the prohibitions of the act. I: 
cases where commodities are sold in th 
course of trade or business, the Treblk 
Damage Right against the seller is give: 
to the Price Administrator, and whateve: 
he collects is, of course, turned over t 
the Treasury. This right in the govern 
ment to sue for the overcharge will prob 
ably be used in cases which demand a 
sanction more severe than an injunction, 
but less stringent than a license suspen 
sion or criminal proceedings. 

So far, you will recall, I have beer 
talking of price enforcement under the 
Emergency Price Control Act of 1942 
Rationing operates under a separate law. 
Injunctions, however, are common to bot! 
price and rationing, and already several 


rationing violators have been enjoined. 


Suspension Orders 


The more informal civil sanction fo: 
rationing enforcement is the Suspension 
Order. OPA has the right to punish 
rationing violators by cutting them off 
from their supplies of rationed materials, 
a sanction roughly comparable to a license 
suspension. These “S”-orders are issued 
only after the most painstaking investiga 
tion and review, and in each case a sus- 
pected violator is given adequate notic« 
and a full opportunity to present his cas« 

In recent weeks we have also been con 
sidering the wisdom of supplementary 
legislation to provide further and more 
flexible sanctions for enforcing the ra 
tioning program. 

For some time, we have thought that 
the maximum criminal sanctions for ra 
tioning are perhaps too severe when ap- 
plied to a consumer who, for example, 
has furnished inaccurate information in 
his application for a gasoline rationing 
card. We are inclined to feel that minor 
rationing violations by consumers, at least 
first and second violations, should prob- 
ably be classified as petty offenses and 
punishable simply by a small fine or a 
short term jail sentence. I don’t want 
to give the impression that we regard 
these consumer violations as unimportant 
My point is rather that a consumer viola- 
tion may just reflect shortsightedness—a 
failure to realize how serious it is to cheat 
on rationing—and the less drastic punis! 
ment may provide an adequate warning 
against future misconduct. 

Moreover, it may well prove advisable 
to establish a statutory procedure | 
which “hot goods” illegally acquired may 
be taken from the violator and forfeited 
to the government. Many persons havé 
already objected that rationing violators 
are permitted to profit by their wrong 
doing—for in many cases we have no way 
to get the goods back. 

At the present time, all we can do is 
enjoin the rationing violator and cut the 
seller off from further supplies of goods 
But we can also put both the buyer and 
the seller in jail. This brings me to the 
problem of criminal sanctions. 


Vv 


Criminal Sanctions 


Under the Price Control Act. williul 
violators are subject to a fine of not more 
than $5,000, or to imprisonment for not 
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more than one year, or both. And under 
the Second War Powers Act willful 
rationing violators are punishable by the 
maximum penalty of $10,000 fine, one 
year’s imprisonment, or both. Criminal 
cases arising from violation of both price 
and rationing regulations are all handled 
by the Department of Justice, upon the 
recommendation of the Price Adminis- 
trator. 

It is our policy to recommend criminal 
prosecution only when our own investiga- 
tion in the field, and painstaking review 
by the experts on our enforcement review 
staffs, have shown conclusively that the 
reported price or rationing violation was 
willful and done in such a manner as to 
show complete disregard of the obliga- 
tions of citizenship in a war economy. 
These willful violators we have found 
are a very small minority, but their 
methods of evasion have ranged from the 
crude alteration and destruction of rec- 
ords to the evolution of complex schemes 
of evasion. 

We are keenly aware that, in times like 
these public accusations of criminal wrong- 
doing in connection with the war effort 
may be sufficient to destroy a business. 
You may be assured, therefore, that in 
any case in which OPA has recommended 
criminal prosecution, we have satisfied 
ourselves beyond any reasonable doubt 
that criminal proceedings are appropriate 
and necessary. The willful price and ra- 
tioning violator belongs in the cell next 
to the draft evader and, when the facts 
are clear, we shall do everything in our 
power to put him there. 

3ut I should convey a false impression 
to you if I were to close my remarks on 
OPA enforcement policy by emphasizing 
the hard criminal side of the enforcement 
picture. What OPA can and will do to 


the occasional unpatriotic buyer or seller 





is far less important in our scheme of 
things than what we can do for the honest 
and patriotic citizen. 


Consult Local OPA Office 

Our regional, state, and district offices 
are established for your convenience and 
aid in the field. Don’t hesitate to use 
them. They will have the authority and 
the knowledge to act. We promise you 
that, as our organization gets into high 
gear, there will be no unnecessary delay 
in the consideration and treatment even 
of the most difficult problems. So far as 
it is at all practicable to do so, we shall 
decentralize our interpretative and adjust- 
ment operations, so that you will not have 
to bring or mail your doubts or difficul- 
ties to an overworked and crowded Wash- 
ington. In our field offices you will find 
trained business experts and lawyers who 
are ready to answer your questions. And 
remember that you are by law full pro- 
tected from any suit or liability if you 
act in good faith on the written advice 
of any of our authorized representa- 
tives in the field. 

But we also need your help. You must 
appreciate our difficulties and our prob- 
lems and give us your unstinting cooper 
ation. And with your help we pledge 
you—the great patriotic majority—that 
we shall use every resource of government 
to see to it that the dishonest and selfish 
few shall not evade that equality of sacri- 
fice which is the first principle of our 
national war effort. 

This county needs and wants no Ges 
tapo. Public opinion in a democracy at 
war is more powerful than any Fascist 
tyranny. The highest quality of economik 
discipline can be achieved by a free people 
united in a war for survival. 
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(1) Mrs. E. E. Hasselquist; Mrs. Rex 
Hawkins; Mrs. Hill; Mrs. O. E. Frank- 
enbush. 


(2) Mr. and Mrs. H. D. Roden; Mr. and 
Mrs. 8S. C. McCamy. 


3) M. P. Lewis, U. §. Rubber Co.; 
G. H. Fischer, Jr., Geo. Fischer & Sons, 
Inc.; E. L. Robinson, Crescent Insulated 
Wire Co.; L. E. Latham, E. B. Latham 
& Co., New York. 


4) H. Metz, Graybar Electric Co., New 
York; J. H. Fall, 111, Benjamin Electric 
Co.; A. H. Nicoll, Graybar Electric Co., 
Vew York. 


(5) D. Lyle Fife, Fife Electric Supply 
Co., Detroit; E. C. Schuman, Southern 
Tier Electrical Supply Co., Binghamton, 
N. Y.; H. E. Huff, General Electric 
Company, Buffalo; George Nelson. 

(6) A. E. Tragenza, Jefferson Electric 
Co. 

(7) L. M. Nichols, General Electric 
Supply Corp., Bridgeport; Ben Cohen, 
Harrison Wholesale Co., Chicago. 

(8) §. Bordman, Franklin Electric Co., 
Philadelphia; N. Newman, W. Philadel- 
phia Elec. Supply Co., Philadelphia. 
(9) Walter Williamson, Westinghouse 
Elec. Supply Co., New York; Karr 
Parker, Buffalo, N. Y. 
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WPB’s New Section Boss 
Invites [he Wholesalers Iq 





T affords me considerable pleas- 

ure to meet with you here on 

your own ground. I have en- 
joyed meeting many of you during 
tne last few days and, both individ- 
ually and collectively, I have enjoyed 
hearing your expressions of sincere 
cooperation. 

Of course, I have not had the 
pleasure of meeting many of you 
distributors in Washington, so I 
can only assume that everything is 
most satisfactory and that your prob- 
lems are practically negligible. 

When your Mr. Byers very kindly 
extended the invitation on _ behalf 
of your association for me to at- 
tend this convention I explained 
to him that, due to my very, short 
period of service in the Electrical 
Wiring Section, I did not feel com- 
petent to speak to you gentlemen 
who have spent so many years in 
this industry. 

I suggested that I sit in at your 
various meetings and attempt to 
learn something about your problems 
through absorption, to listen to your 
suggestions, and, I suppose, in a 
few instances, laments. To my sur- 
prise, I found myself listed for a 
speech. 

The procedure of the War Pro- 
duction Board at present makes it 
mandatory that all speeches be 
cleared by them before deliverance. 
\s I have not secured this clearance 
my remarks necessarily must be 
brief and unofficial 


The Electrical Wiring Material 
Section, of which I am the head, 
is being set up with units more or 
less controlling the commodities as 
outlined in your National Electrical 
Wholesalers’ Association — break- 
down. It is our purpose to equip 
these units with trained personnel 
from your industry. Needless to 
say, we have experienced great dif 
ficulty in securing the type of person 
which we feel can truly serve the 
government and industry. 

The growth of your electrical in 
dustry has been both rapid and 
phenomenal. It has shown the efforts 
of great ability and intellect. The 
keeping of this vital personnel within 
your industry at this time is, to my 
mind, un-American. Your govern- 
ment needs this assistance in 
handling the vital problems of your 
industry. 

Now, any personal sacrifice is 
too small to be thought of at this 
time. We are threatened by the 
strongest forces in our entire ex- 
istence. In order to defeat these 
forces it is necessary that we equip 
ourselves from within. The deliver- 
ing of war material is, as you know, 
our vital purpose. 

I have spoken to some of you 
gentlemen relative to securing this 
trained personnel but to date have 
enjoyed very little success. | now 
appeal to you, as patriotic Ameri- 
cans, to give this suggestion real 
thought and submit to me, at the 





1) B. W. Johnson, Oliver lron & Steel 
Co.; W.H. Bechtold, Westinghouse Elec. 
Supply Co., Pittsburg; J. J. Bangert, 
Crouse-Hinds Co.; H. C. Moses, Jr., 
Thomas & Betts Co., Inc., Cleveland 


office. 


(2) O. Fred. Rost, WHOLESALER’s SALES- 
MAN; Basil Kodjban»{f, veteran Benja- 
min Elec. Co. engineer; Joseph Kurzon, 
Joseph Kurzon, Inc., New York; W. M. 
Goodrich, Goodrich Electric Co. 


(3) L. A. Bodkin, Electric Supply Co., 
Des Moines; A. A. Sommer, Bussman 
Mfg. Co.; Henry G. Kobick, Webster 
Electric Go. 


(4) R. C. Price, Peerless Electric Sup- 
ply Co., Indianapolis, Ind.; R. S. Smith, 
Economy Fuse Co.; H. E. Rasmussen, 
Peerless Electric Supply Co., Indianap- 
olis, Ind.; L. W. Korsmeyer, The Kors- 
meyer Co., Lincoln, Neb. 


(5) William Herst and H. D. Roseth, 
Co-op Electric Supply Co., Chicago; M. 
C. Taradash, Hyland Electrieal Supply 
Co., Chicago; Ben Cohen, Harrison 
Wholesale Co., Chicago. 


(6) A. F. Hills and E. R. Monesmith, 
Crouse-Hinds Co.; W. B. DeForest 
Graybar, New York; R. G. Berle, West- 
inghouse Electric Supply Co., Dallas. 






























































By W. J. Flynn 


Chief Wiring Materials Section 
Lumber and Building Materials Branch 
War Production Board 


very earliest opportunity, the names 
of some men in your various organ- 
izations who are equipped to do the 
job we have for them in Washington. 

Please bear in mind that we War 
Production Board members are 
under oath to serve our country 
first and that no personal matter 
can come before our duties to our 
government. You might bear that 
in mind when checking the possible 
men you will recommend. 

In August, 1941, the War Pro- 
duction Board appointed certain 
\dvisory Committees to do just 
what the name implies with the 
various commodity branches of that 





Board. Many of you gentlemen have 
been appointed to these committees 
which, I understand, have functioned 
in some instances. I propose to de- 
pend on these committees for ad- 
vice and guidance. I desire that 
every committee member realize that 
the advice he furnishes to us will 
assist the government and industry 
in solving its problem. It is the 
ammunition with which to fight your 
battles. 

If, on the other hand, these com- 
mittees see fit to put their personal 
interests above that of our govern 


ment, it will be necessary for us to 
remove them from these committees 
and substitute patriotically inclined 
Americans. I feel quite confident 
this action will not be necessary in 
the electrical industry. When these 
meetings are called I trust that the 
spirit and feeling of the various 
members will be that of a consultant 
with us and not that of someone at 
tempting to withhold unto then 

selves certain privileges which they 
have enjoyed in the past. . 

This war has more or less necessi 
tated the removal of various slogans 

slogans such as, “Business as 
usual,” “Labor as usual,” and, | 
hope, “Politics as usual.” 

My addressing this meeting re 
minds me more or less of a rather 
old story which I feel is rather 
apropos. A rather very well-know: 
legal firm was in dire need of an 
office boy. After duly securing same 
and starting him in industriousl\ 
with his broom, the senior partner 
entered on the third morning and 
addressed Johnny as follows: 

“Johnny, how do you like the 
legal profession ?” 

Johnny answered, “Don’t like it 
Sorry I learned it.” 

Gentlemen, I don’t propose to be 
Johnny. I propose to depend upon 
my Advisory Committees and you 
of industry for my help, assistance 
and guidance. 

In closing, may I ask your various 
committees, who are meeting here, 
to seriously consider some helpful 
suggestions to be sent to me in 
Washington. I say, “Constructive” 
suggestions and complaints will he 
entertained but I trust that most of 
your complaints will be written on 
white paper and with that milk that 
Mr. Newton so kindly suggested 
you should use in your pens. 





1) Leo Meagher, Gould-Farmer Co., 
Syracuse, N. Y.; K. S. Gorke, H. J. 
Gorke Estate, Syracuse, N. Y.; W. H. 
Bieringer, Plymouth Rubber Co. 


2) F. W. Greusel, Greusel Distributing 
‘orp., Milwaukee; L. E. Moffat, Elec- 
trical Merchandising magazine. Both 
poke at the joint appliance committee 
neeting. 





3) Walter R. Kiefer, Kiefer Electrical 


(4) R. H. Adams, Hendrie & Bolthoff 
Mfg. & Supply Co., Denver; F. A. De- 
Walch, Southern Electric Supply Co., 
Houston, Tex.; C. L. Steber, Steber Mfg. 
Co. 


(5) E. M. Nelson, I. A. Bennett & Co.; 
R.C. Price and H. E. Rasmussen, Peer- 
less Electric Supply Co., Indianapolis; 
R. C. Bennett, I. A. Bennett & Co. 



















Camera Clicks 


at Hot Springs 





upply Co.,, Peoria, Ill.; A. J. McGivern, (6) Alfred Byers, NEWA; W. J. Flynn, 
hicago Electrical Wholesalers Associ- WPB; C. McKew Parr, WPB; A. J. 
tion, Inc.; D. R. Cohen, Glasco Electric McGivern, Chicago Elec. Wholesaler’s 


o., St. Louis, Mo. Assoc. 




























Wholesaler’s Committee Reports 
orm 16-Plank War-time Code 


Every committee 


government. 


acted to aid all-out 


cooperation 


with 


Speeding up war production through faster 


wholesaler-service main objective of recommendation. Manu- 


facturers found ready for utmost effort to meet demands. 





S was announced, the various 
Commodity Committees  in- 
vited interested manufacturers 
to attend their meetings. Discussion 
was confined to WPB and OPA 
regulations and orders. The Chair- 
men reported whatever specific rec- 
ommendations their respective Com- 
mittees might have voted and all of 
these were combined into one gen- 
eral report which was submitted to 
and adopted by the Convention. The 
recommendations as adopted by the 
Convention follow: 


1. Proper representation be made 


to the appropriate Government 
agency that manutacturers be sup- 
plied with priority ratings for mate- 
rial necessary to provide a sufficient 
supply of repair and maintenance 
parts for electrical appliances, of all 
types. 

2 An inventory be conducted to 
determine the quantity of repair 
parts for appliances of all types in 
stocks. The 


purpose ol this is to show to the 


wholesale and_ retail 
Government authorities that no ex- 
cessive or hoarded inventories exist 
3 rhe respectfully 


protest as unfair discrimination the 


\ssociation 


recent Government order eliminat 


ing the wholesaler in the distribution 


of refrigerators now frozen in man- 


~ 


ufacturer’s stocks 
4 The 


mendation to proper Government 


Association make recom- 
authorities looking toward the sale 
of manufacturers’ and distributors’ 
stocks of electric ranges now frozen, 
through regular distribution chan 
nels. This would enable present 
stocks of connection materials now 
in distributors’ hands to be utilized. 
These stocks are apparently value- 
less for other purposes. 


5 In the return to the manufac- 
turer of defective appliances greater 
care should be given to the packing 
for return as at the moment 40 per- 
cent of all returns are further in- 
jured or damaged in transit because 
of improper packing and handling 
en route. 
6 That 


in orders to manufacturers marked 


wholesalers do not send 


“This material will be held for war 
orders” or similar wording as these 
orders will be returned and cause 
unnecessary correspondence and 
time. 

7 Provisions to be made permitting 
of basketing in some simple way on 
items shipped in small quantities on 
allowable priorities 

8 Principals and executives of all 


wholesalers would interest them 


selves personally in following 
through on the proper procedure 
required by the various War Pro- 
duction Orders. It is essential for 
the welfare of the wholesaler that 
priority ratings are received and 
properly transmitted to the man 
ufacturer promptly with the orders 
9 The Wires and Cable Committee 
recommends that all members of 
N.E.W.A. study carefully the orders 
emanating from Washington cover- 
ing the sale of rubber covered wires 
and cables and that a rigid compli- 
ance with these rules and regula- 
tions be energetically observed to 
further the interests of the war pro- 
gram. 

10 The Association should, if the 
Government shall approve, issue a 
questionnaire to its membership re- 
questing an inventory by sizes and 
footage of all armored conductors 
in their respective stocks. This infor 
mation to be compiled, converted 
into pounds of copper and pounds of 
rubber and transmitted by the Sec- 
N.E.W.A. to the Wars 


Production Board with the request 


retary of 


that, in the interest of conserving 
copper and rubber, the present re- 
strictions on the use of armored 


conductors be temporarily suspended 


until present inventories in whole 
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salers’ stocks are liquidated. This 
will eliminate the necessity of man- 
ulacturing an equivalent quantity of 
ypes ot ct mductors now permissible. 
41 Army and 
order of April 1 restricting use of 
heavy wall conduit threaded fittings, 
etc. It is the opinion of manufactur- 


Navy munitions 


ers that Government will give con- 
sideration to continued use of heavy 
wall conduit and threaded fittings 
for all hazardous locations. In the 
meantime, thin wall conduit is per- 
missible and it is suggested you use 
an adaptor or box connector which 
will make usable your present con- 
duit fitting stock. 

12 In general, it is recommended 
N.E.W.A., through proper repre- 
sentations at Washington, establish 
the policy, if practicable, with all 
stop manufacture orders, that there 
be a lag in time to move completed 
fabricated articles in wholesalers’ 


13 One manufacturer has pointed 
out that the technical nature of our 
business today has made us “‘serv- 
ice engineers” to the War Indus 
tries and this terminology should 
be more stressed rather than the 


terminology “salesmen.” 


14 Members, particularly on large 
inquiries, covering priority rated 
goods, determine from their cus 
tomers the needed delivery require- 
ments, 


15 Wholesalers should give the 
fullest cooperation with manufactur- 
ers in order to assure the complete 
success of the Victory program, the 
compliance with regulations and the 
greatest availability of 
needed materials so far as supplies 
can permit. 


16 Fluorescent 


tures now frozen in wholesalers’ 


possible 


Residential Fix- 


stocks should be released for sale to 
whoever may wish to buy them. 





1) I. W. Danforth, Danforth Co., Pitts- 
burgh; M. J. Whitfield, Appleton Electric 
Co.; A. H. McDonald and R. 8S. McDon- 
ald, McDonald Electric Co., Miami, Fla. 


2) Warren I. Bickford, Westinghouse 
Elec. Sup. Co., Pittsburgh; J. G. Johan- 
nesen, General Electric Supply Corp,, 
New York; Henry Czech, Westinghouse 
Elec. Sup. Co., Chicago; A. H. Kahn, 
General Electric Supply Corp., Chicago. 


4 


3) C. S. Powell, Graybar Electric Co., 
Inc., Boston; G. J. Cossmann, Graybar 
Electric Co., Chicago; Fred Crapo, In- 
diana Steel & Wire Co.; H. P. Litchfield, 
Graybar Electric Co., New York. 


4) C. W. Johnson, Johnson Elec. Sup. 


1 Co., Cincinnati; J. H. Fisher, Westing- 

house Elec. Sup. Co., New York; F. D. 

| Broyles, Broyles Electric Co., Marion, 
In 


(5) E. E. Hasselquist, Fox Elec. Supply 
Co., Elgin, Ill.; L. Mangione, Electri 
Supply Co.; O. E. Frankenbush, Hawkins 
Electric Co., Chicago. 


(6)C. H. Porter, Anaconda Wire © 
Cable Co.; F. R. Elliot, Jr., Elliot- 
Lewis Electric Co., Philadelphia; R. P. 
Smith, Westinghouse Electric Supply Ce., 
Atlanta; L. A. Pixley, Pixley Elec. Sup. 
Co., Columbus, Ohio; A. E. Durin, 
Terry-Durin Co., Cedar Rapids, lowa; 
N. J. MacDonald, Thomas ©& Betts Co., 
Elizabeth, N. J.; Fred Shepard, Thomas 
& Betts Co., Atlanta. 


(7) L. M. Nichols, General Electric Sup- 
ply Corp., Bridegport; Arthur Miller, 
The Miller Company. 


(8) Mr. Webb; Geo. C. Richards, New 
York; Charles Dubsky, Crouse-Hinds 
Co.; W. R. Kiefer, Kiefer Elec’l Supply 
Co., Peoria, Ill. 
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Today's Sweat 
is [omorrow’s 
Victory 












Bovina the news of today’s battles, the 


most amazing chapter in the whole history 


of mankind is taking shape. 


When the chapter is ended, these battles will have 
become skirmishes on the road to victory . . . and men 
of business, labor and Washington will have licked the 


inventors of mechanized warfare at their own game. 


The first paragraphs in the war news of the future are 
beginning to appear, in the production reports of 


America’s brand-new war industries. 


Tanks, planes, guns, bombs are pouring from factories 
that were making locomotives, autos, ladies’ handbags until 
Pearl Harbor Sunday. 


One of the most dramatic stories in the history of our 





times will be the production record of a cross-bred 


vehicle of destruction. ; 

Half locomotive, half automobile, this cross-breed is the 
world’s toughest, most agile and viciously efficient tank. 

But the historical potency of the newly born American 
tank lies not so much in its ability to take and dish out 
punishment, as in the amazing fertility of the produc- 
tion lines from which it springs. 

As we contemplate the industrial miracle of this 
rapid union of two different manufacturing methods, 


there are important lessons to be drawn: 


> Compressed within the short space of a few months, 
we have seen a gigantic and vivid demonstration of the 


interdependence of industry. 


This aspect of industry is not so apparent in peace 
time. 


OVER} 
WHOLESALER’S SALESMAN — June 194: 








Today’s Sweat is Tomorrow's Victory —continued 
War gives business executives, and governmental 
officials, an added opportunity to study these relation- 


ships in sharp relief. 


American industry is not like that of any other nation. 
It is more highly specialized. Therefore it is more sensitive 
to the technical disruptions of war production, as well as to 


economic and social stresses. 


Another fundamental difference between American 
industry and other industrial systems has been high- 


lighted by war: 


Because our industry is specialized, its system of 
inter-industry communication has been developed to a 
higher degree than in any other country. Publishers call 
this system the ‘Industrial Press;’’ you used to think 


ee 


of it as the ‘‘trade papers.’’ 


> Industrial magazines knit together the specialized 
industries which comprise the total of America’s 
marvelous productive capacity. They give men who 
specialize on a particular industrial function the assur- 
ance that, when they need to know about a machine, 
material or technique developed in another industry, 


complete information will be readily available. 


Most people know this peace-time function of the 
industrial magazine. Few people know the dramatic 
story of how this typically American system has worked 
in the frantic interchange of techniques involved in 


war-conversion. 


War-conversion, in America, means a complete dis- 


ruption of specialized production routines. 


In applying automotive production methods to heavy 
industry as represented by the tank, the interchange of 


information was complex and urgent. 
How was it done? 


Of course there was a great deal of travel between plants. 
Of course men plead with Washington for help. Of course 
there was trial and error. But if only these things had 
happened, we would still be building tanks in the continental 


manner. 


Too many men, in too many plants, had too many 


questions for them to be solved by individual effort. 


- Results were made the common knowledge of all, 
through the industrial editor. If industry ‘‘A’’ had solved 


eer 


a problem, industries ‘‘B’’ to ‘‘Z’’ found out about it in 
industrial magazine articles and advertisements . . . it 
has been the system for 50 years. It becomes more 


dramatic in wartime. 







Few people realize that the difference between making 
1 tank a month and making 1 tank every 12 minutes rests 
more on solving hundreds of little problems than it does on 


big decisions. 


Men who have drilled holes in softer metals meet new 
problems when they have to drill those holes through 


armor plate at production line speeds. 


When they must cast silicon bronze, men who have 
been making iron or brass castings turn to the industrial 


editor and the industrial advertiser for help. 


> Using cutting tools on alloy steels, when past ex- 
perience has been on cast engine blocks, raises a whole 
train of problems involving cutting speeds, coolants, 


handling techniques, ete. 


The training of millions of new workers was a prob- 
lem needing quick solution for many a plant manager, 


foreman and workman. 


These, and thousands of other problems, questions 
and answers have flowed through industry’s system of 


communication, the Industrial Press. 
The result has been a vital saving of time. . . 


In recognition of the miracle of war production—accom- 
plished through the cooperation of American management 
and labor with the W. P. B. . . . this advertisement is 
published by the McGraw-Hill Network of Industrial 


Communication. 


THE McGRAW-HILL NETWORK 


More than 1,000,000 of the executives, designers and production men, who 
give America her world supremacy in technical ‘‘know-how,’’ use the edi- 
torial and advertising content of these 23 publications as a means of exchang- 


ing ideas. 


American Machinist « Aviation « Bus Transportation « Business Week 
Chemical & Metallurgical Engineering « Coal Age « Construction Methods 
Electrical Contracting «+ Electrical Merchandising «+ Electrical West 
Electrical World « Electronics « Engineering & Mining Journal « E. & M. J. 
Metal and Mineral Markets « Engineering News-Record « Factory Man- 
agement & Maintenance « Food Industries « Mill Supplies « Power « Product 


Engineering « Textile World ¢ Transit Journal « Wholesaler’s Salesman 


McGRAW-HILL BOOKS 


Publishers of technical, engineering and business bogks for colleges, schools, 


and for business and industrial use. 


McGRAW-HILL 


PUBLISHING COMPANY, INC. 


NEW YORK 


330 WEST 42nd STREET e 
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ere’s How to 


EEP ‘EM ROLLING 


Every automobile is now an instrument of War. Keeping it in good con- 





By Howard J. Emerson 






dition, and learning how to operate it properly is everybody’s patriotic 


It’s time now to “Care for your car for your country.” 











66 VERY motorcar and truck 


instrument of 





IS now an 





war. 








ur Government has said _ that, 





and this means that it applies to the 





autos and trucks of every electrical 





wholesaler and every salesman just 
does to the 


transports shells to an 





as emphatically as 1t 
truck that 


army depot and ths 






crowded cars 





and buses that take workers to their 





jobs in a war factory 






When Donald Nelson - said 
| “American Civilization goes on 
wheels” aod the OEM continued 





with “American Civilization can go 





on foot,” these spokesmen 
Government's war effort 
With no more autos 


to rum 





for the 





weren't fooling. 





or light trucks to be made, they're 






dead serious about the possibility 
| that a shortage of auto truck trans- 
portation will hinder our all-out war 







| effort. And they know that situ 
ation can come soon if every owner 
and driver doesn't change his atti 





tude toward the handling = and 





naintenance of motor vehicles. 





So, along with other owners and 





autos and trucks in the 


users of 





country, it is both a practical and 





patriotic necessity that every whole- 





saler and every salesman should 





learn how to get maximum economy, 





; 


performance and longevity out of 





every motor vehicle used in business 





or private lives 








1 Form a Car Pool.—An empty seat ir 


. 
mean that some« 





It can be done and it must be 


done. 
Taking 


separately, we'll look first at the 


each of these problems 
many ways in which a wholesaler 
or a salesman can prolong the life 
of his auto. 

We've all had our personal ideas 
on how to drive and how to keep 
Many of 


these ideas were made up to justify 


our cars in condition. 
our laxity, or were based on hear- 
say, guesswork, or shallow mechan- 
ical knowledge. By the records of 
auto depreciation, most of us have 
had the wrong habits up until now. 

But now the experts have made 
it easy for every car Owner or user. 
Leading the procession and using 
paid advertising space, the major 
tire companies cooperated with the 
Government by providing tire users 
that, 
lowed, should more than double the 
life of any set of tires. (See “How 
To Make Your Tires Last Longer,” 
WW HOLESALER’S SALESMAN, March, 
1942.) Now, 
bureaus of the auto manufacturing 


with instructions when _fol- 


from the research 
companies, valuable material is be- 
ing advertised and distributed, deal- 
ing with the care and maintenance 
of private cars and trucks. From 
the War 


other government agencies respon 


Production Board and 


sible for operating the war, come 


not only instructions but pleadings 


y] Drive Less.— Cu 
. 

prolong its life 
bus. train, 


recreation, ride less and walk: 


today may be worth 10 miles to vou 


for prolonging the useful life of 
every motor vehicle through proper 
care and handling. 

The first 
wholesaler or salesman as he thinks 


consideration for the 


of his auto as having to last for 
duration, is its present condition. 


If a complete overhaul appears 
necessary, that is primarily a job for 
a capable serviceman who is full) 
acquainted with the particular make 
of car. He can check and adjust and 
repair everything in the car that 
influences wear and efficiency in the 
shortest time and at 
This means that the following will 


be put into A-1 condition: Ignitiot 


lowest cost 


System (battery, cables, insulation, 
spark plugs, 
spark adjustor); fuel system (cat 
choke, air 
pump, fuel lines, valves, gas tank) ; 


distributor, timing, 


buretor, cleaner, fuel 
cooling system (radiator, fan, fat 
belt, water pump, gaskets, hose, hose 
clamps, thermostat); transmissio1 
system (clutch or automatic drive, 
clutch pedal, shifting adjustment) ; 
brakes (pedal adjustment, hydrau 
lic fluid lines and master cylinder, 
brake linings, drums, equalization 

steering (alignment of front wheels 
wheel play, shaft bearings ) ; chassis 
(lubrication, elimination of squeaks 
and rattles, straightening of bent 


axles or frame): finish (clean and 
Wax }). 


This may also mean a real stiff 





K| Drive Slowlg.—>av« 
* down. Oil co " 
at OV miles per 
almost do ) what it 18 at 


economical! Drive slowly 








ill from the service station if the 
ar has been neglected. In the past, 
vhen the owner didn’t put his auto 
hrough this conditioning process, 
1e saved money at the moment and 
spent it later when he traded for a 
ew car. Today he must spend that 
joney in repair and maintenance if 
ie wants to have a car at all. Its 


a good time when paying that serv- 


ce bill to “blame Hitler, not your 


Government.” 


With the auto now in first-class 


condition, the owner should stop to 
consider whether or not he is a first- 
class driver, because, from now on 


the life of the car and the cost of 
upkeep depends as much on the care 
it receives on the road as it does on 
proper maintenance. 

The best way to see what it takes 
to be a good driver is to take a short 
drive and pay attention to the details 
the experts have outlined for us. 

Starting the engine, for example, 

is a small detail that can mean much 
in the life of a car. Keeping the 
lutch depressed enables the starter 
to turn over the engine without also 
turning over the heavily lubricated 
transmission gears. That's less wear 
on the starter, less drain on the bat- 
tery, less gasoline pumped into the 
ylinders and wasted. Now, with the 
engine running, avoid “racing” it. 
That takes gasoline and wears piston 
rings, pistons, and cylinders because 
the cold oil doesn't yet circulate 
properly. 

Thus, by following a few simple 
and sane rules you’ve already saved 
gasoline and wear on the car even 
before leaving the curb. In getting 

nder way, watch out for what Mr. 
Ickes popularized as “Jack Rabbit 
Starting.” This rapid acceleration 

hich has long been a highly adver 
tised feature of autos and high-test 


rc 


asolines, is today too costly a pleas- 
ire. Quick pick-up and get-away 
uffs priceless rubber from the tires, 
ears the engine and wastes great 
lantities of gas. One of the largest 
inufacturers recommends that you 

ft from low into second as soon 


s 


the car has gone 2 o 


r 3 times its 


3 


ra rea 


4 Grease Olien—Check Your Oil.—,1r 
iy, } 

Winter ean oil 

mal - or oftener 





length. Then in second gear, acceler- 
ate slowly to 25 or 30 m.p.h., then 
go into high gear. 

The obvious plea for economical 
driving speeds already has _ been 
made by many government officials, 
even the President. Every governor 
was asked to initiate a maximum 
speed law of 40 m.p.h. his state. 
That speed, or a little less, is univer- 
sally accepted as the speed at which 
an auto reaches peak efficiency in 
gas-per-mile economy. If your car 
gets 15 miles per gallon of gasoline 
when you drive at 40 m.p.h., you 
will get only 7 to 8 miles per gallon 


6 Take Care of Your Battery.—Check distilled 


water in the batte twice a month, more often is 


hot weather tshould be ilf inch above the wks 


und put a thin layer 


orrosion 





at the speed of 60 m.p.h. If you are 
in the rationing area, speeding will 
easily cut the mileage possible from 
And you are 
using 5 times as much oil at 60 
m.p.h. as you would at 30. Your 


your allotment in half. 


precious tires take a beating, too. 
It’s well to remember that they may 
have to last until 1945, or you'll find 
them looking like a seive by the mid- 
dle of 1943 if you go 60 m.p.h. in- 
stead of 40. 

That curve ahead can take a 
month's life out of your car if you 
go around it with the tires screech- 
ing. Recommended is the technique 
of the racing driver. Slow down 
when approaching the turn, no brak- 
ing or acceleration half way in, and 
then accelerate as you come out of 
the turn. 

In approaching a red light, inter- 





7 Protect the Finish.—)irt, wind 


} 


uplhe Ister 
a 


Use a mild « 


section, or the place where vou in- 
tend to stop, take advantage of the 
momentum of the car. Let - carr 
the auto the last few hundred feet, 
with the engine compression whee 
to break the speed. Then you will 
save gasoline, brakebands, and tires. 

The wholesaler or salesman who 
learns to operate his car in conform- 
ance with these rules Nigar con- 
scious thought, has made a big step 
toward prolonging the useful life « 
his car and tires, while getting also 
maximum gasoline economy. Then 
he has only the maintenance to co1 
sider. 

Certain parts of any auto get the 
most wear. These are the ignition 
and carburetor systems, the ones 
that should be the first to get main 
tenance attention. Unless the battery 
is well charged, the car will not 
start quickly. That means extra 
gasoline is pumped into the cylin 
ders without being used. This gas 
washes the oil off the cylinder walls, 
leaving the pistons, rings and cylin 
ders susceptible to wear. Once a 
week in hot weather, and twice a 
month cold weather, the distilled 
water level in the battery should be 
checked. 

Maximum gas economy depend s, 
too, on proper adjustment of the 
distributor and timer. At least once 
a vear these should be checked and 
readjusted. The spark plugs should 
be cleaned and adjusted every 5000 
miles or less as they are very im- 
portant to the economical operation 
of any internal combustion engine. 

Proper lubrication is essential. 
The crankcase should be drained and 
refilled between each 1000 and 2000 
miles of driving, depending on the 
climate and driving conditions. At 
least every 1500 miles the chassis 
needs to be oiled and greased. And 
there are other parts of the car that 
need regular inspection and periodic 
lubrication. The oil in the trans 
mission and rear axle must be kept 
at the proper level with the correct 
oil. And at least once a year the 
front-wheel bearings need to be 


spected. 


elutch immediately 














Navy e Awarded to 


Electrical Manufacturers 


W holesaler’s Salesman takes pleasure in honoring here electrical manufac- 





turers to whom Navy E pennants have been awarded recently for excel- 


lence in producing war materials. As similar recognition comes to other 


electrical manufacturers who are now putting their full strength behind 


the war effort, we expect to make appropriate announcement of the fact 




































Symbol of so much in invested effort, 


practical patriotism and concrete results, 


the Navy “E” Burgee is presented to 
Clark T. Morse, president of American 
Blower Corporation by Rear Admiral 
John Downes, U.S.N., Commandant 
Vinth Naval District. 


Joseph V. Smith, vice-president of Hub- 
bard and Co., makes the address of 
acceptance following presentation of the 
Navy E pennant. His address struck as 
keynote the part that American indus- 
try has to play in the war effort. To 
quote from his speech: “On behalf of 
our hard-hitting, hard-working organiza- 
tion I accept it (the pennant) with a 
complete sense of responsibility. . . . It 
does not come to all of us to receive 
our baptism of fire on the battle front. 
It must, however, be in the hearts and 
minds of all of us that we are brothers 
in arms to those gallant men in our 
Navy and other branches of our armed 
forces. . . . With every blow of the 
hammer, with every stroke of the press, 
with every cut of the lathe and planer, 
you are justified in thinking of yourselves 
as under fire on the high seas of the 
world.” 
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WATCH is the Watchword 
(Continued from page 41) 
tition that will undoubtedly be 
xperienced by us with the changing 
economic and social disruption in- 

evitably caused by the war. 

All of this thought leads to the one 
ind all important one—what will we 
lo about it? 

Again I want to repeat my Detroit 
thought. Let us all try to put some 
element of research into our busi- 
ness. I do not mean anything high- 
ow—but just plain common sense 
md = sound thinking. The word 
“THINK” is still one of the biggest 
and most important in our vocabu- 
lary. The day of wishful thinking 
should be past. We have to be prac- 
tical and sound in our thinking, if we 





ire going to survive. 

If we do not do some forward 
planning, we may be as unprepared 
jor Peace as we were unprepared 
for war. Here are a few sugges 
tions: 

1.—IlWatch credits as they have 
never been watched before, because 
5 tomorrow some of our gor xd custom- 
ers of yesterday may no longer be 
1 business. 

2—Watch the manufacturers of 





: ill electrical products and learn early 
‘ of the new devices that will make War has placed a new strain Under conditions like these, 
obsolete today’s standards. on communication systems— good tools are doubly impor- 
4 3.—Watch inventories and be on power lines—on public util- tant. The high quality, the ex- 
: caught short rather than with an ities everywhere. The men re- treme care in manufacture, the 
d over-abundance of items no longer sponsible for keeping these time-tested design that charac- 
je required or desired. services working at maximum _ terize Klein tools—all are prov- 
. 4.—Watch the employee problems efficiency are finding the hours ing their worth in aiding linemen 
ps made more acute every day by the in a day too short. and electricians everywhere. 
drafting of desirable man-power. ASK YOUR SUPPLIER 
Perhaps the smart wholesaler is now Foreign Distributor: International Standard Electric Corp., New York 
training women as counter clerks pia ot. amar : po 


selectors—and checkers—as well 
‘or other tasks formerly performed 
the male of the species. 
5—Watch cash reserves for the 
evitable day of lagging business 
d climbing taxes, the latter will 
persist long, long after the bubble 
eaks, 
6.—Watch for every chance to tell 
‘cockeyed world that the electrical 
olesaler is performing an import- 
and necessary service. In fact. 
is absolutely essential to the war 
eliort, 
‘now it—Think it—Preach it 
vertise it! 





\nd so, if the electrical wholesaler 
solve successfully all the prob 


st tincercrerniage pean tla ct 
leis we are to face, he will continue 


cupy a place of respect and valuc 


‘ LMONT AVENUE hee 
1S community. 
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Floodlites—to stop the saboteur— 
tvpes for regular or special installa- 
tions. 


LET'S LOOK AT THE RECORD 

- » TO SEE WHERE SPERO 
1S SERVING TODAY IN ONE 
OR MORE CAPACITIES 


e : g 
€ 3 = 
Fs S 3 
S 3 s 
« _ _ 
Aircraft Plants x x x 
Ordnance Plants x x x 
Army Camps x x 
Navy Yards os x 
industrial x x x 
Defense Housing x 
Ammunition Depots x x 





Vapor Proof 


Units 


x «KO 


Pad 


supply 


Our large plant is geared 
to produce in anticipation 
of your demands. Select 
SPERO as your source of 
on these 
five lines of elec- 
trical equipment. 





DEPENDABLE 
SOURCE 


@ A most important factor in your 
participation in the Victory Program 
is your source of supply . . . for, you 
must have their cooperative effort that 
helps you to complete, on schedule, 
those many vital jobs you’re handling. 
In this respect, consider SPERO .. . 
they offer you recognized quality and 
delivery, and 5 LINES OF PRODUCTS 
as well . . . each designed and built 
to meet standard needs in their re- 
spective fields’ FLOODLITES, RE- 
FLECTORS, INDUSTRIAL FLUOR- 
ESCENT LIGHTING, ELECTRICAL 

CONSTRUCTION MATE- 

RIALS and VAPOR PROOF 


c 

ate UNITS . .. these are SPERO’s 

es five main product divisions . . 

g2s by choosing SPERO as your 

wS= sole supplier, you eliminate 
the need to coordinate deliv- 

7 erties from several suppliers. 

x 

x 

x 

x 

x 

x 






























Incandescent reflectors and fittings—all 
types and sizes. 


Vapor Proof Units and Ac- 
cessories——3 types, with or 
without reflectors, guards or 
fittings. 

























New Products 
You Can Sell 





























THE SPERO ELECTRIC CORPORATION 















18222 LANKEN AVE. ® 


CLEVELAND,OHIO 


HOME COOLER 

















) 


Portable home cooler features ease of 
adjustment for use. Cabinet has adjust- 
able legs so that it can be set at height 
of window sill, fan can be pushed against 
window and put into operation. Heavy 
duty 1/6 h.p. rubber mounted motor, 
cabinet of heavy reinforced steel 
equipped with close mesh to insure 
safety, underwriters approved. Circula- 
tors and Devices Manufacturing Corp., 
100 Prince St., New York. 
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AIR CONDITIONING UNIT 


Weathermaster combines in one unit 
functions of winter heating and summer 
cooling. In summer the primary air is 
chilled in a remote air conditioning unit. 
In winter the secondary air is heated as 
it passes over the heater coil in front of 
the unit. Suitable for office buildings, 
apartments, hospitals and hotels. Carrier 
Corp., Syracuse, N. Y. 
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LIGHTING BRACKET 




































combines 
outstanding design features 
and striking appearance —<« 





A 20-inch right-angle-bend bracket, for | 
use in protective lighting applications, | 
is particularly adapted to plants located | 
in congested areas, may be mounted di- 


rectly on the building, is equipped with 
a Form G-E 79R Novalux luminaire and 
a 500-watt lamp. General Electric Co., * ee THE LVR448 "ii 


Schenectady, N. Y. 2 Eni 
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TERMINAL CONNECTOR——______|| 


ae : FOR ENGINEERED itt, I Sy eit 
wen ~via WHOLESALER’S SALESMAN (oOo . 
% SOD : 
7 “ ¢ 
EFFICIENCY IN SESE 
FLUORESCENT UNIT OFFICE LIGHTING! DEPTH 3Yy" WIDTH 1536 LENGTH 48% 
e 
@ Good lighting in the office is 
| increasingly essential with the =, 
ever growing amount of 
| exacting work involved - | asl 
in the administration of 
| our Victory program. In 
this respect, SPERO fea- EFFICIENCY FEATURES INCLUDE 
| tures the LVR448. . - a —Egg crate louvre for shielding the 
| shielded fluorescent fix- light. Removable suniliary seflectoxs, 
; ‘ “ah . a reflecting surfaces nishe in i 
Plastilux fluorescent lighting unit for two ee a ae a ee Ris all white (88% reflection 
‘ 4 actor). Built for stem and close to 
an 48 — ong igual sind surface brightness needed ceiling mounting. € s 
ion has a steel top plate and plastic to do such a job. The 
diffuser. Designed for installation in con- | SPERO LVR was de- 
tinuous lines or for individual units. May | signed especially for this 
be mounted directly on the ceiling or | purpose. It embodies all : 
suspended with hangers. Curtis Light- efficiency features, plus 4 
ing, Inc., Chicago, III | engineering for ease of 4 
gar \ ote maintenance, plus up to f 
the minute styling. u 
; 









EASE OF MAINTENANCE—Louvre 
easily removed, auxiliary reflectors 
snap out for cleaning, relamping 
from the top without disturbing 
louvre, starters replaced from _ the 
we Ballasts replaceable without 
taking the fixture from the ceiling. 


MODERN APPEARANCE—The 

— SPERO LVR448 with its evenly 
spaced louvres and glowing plastic 
side panels strikes a new note in 
streamlined styling. Smartly styled 
canopy and end pieces finished in 
pearl gray, complete the design and 
make this fixture a compliment to 
any office. : 


ane aes 





orn 












§ Our large plant is geared to pro- SPECIFICATIONS — All auxiliary 
i duce in anticipation of your de- equipment approved, power factor 
i mands. Select SPERO as your corrected, wired for 110-125 volt 
' source of supply on these five lines A.C. approved by Underwriters 

| ; of electrical equipment. Laboratories. End plates snap on. 
' 


For electrical cable terminal connection, 
the Qiklug takes a wide range of con- 


Mag ge el geet ye THE SPERO ELECTRIC CORPORATION 
18222 LANKENWN AVE. * CLEVELAND,OHIO 


sry small sizes. Burndy Engineering Co., 
c., New York, N. Y. 
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“SAFETY SWITCHM 
CARRIES THE LOAD 


the ‘‘Safety 
1 Panelboards, ; 
cated is an ingenious switch that 
wi 


f every 
stands constant watch ahead © 


i wer Cl 
control protection of ee warner - hese 

ne 
peer apna te ruggedly built, me - 
onde riters Laboratories. They hav ? ol 
aint jer tures that you'd expect would c ; 
porn F r complete Federal pane’ 
a yee for Bulletin No. 21-40. 

























ity construct 
considerably mors 
board specification 


ES 
FEDERAL PANELBOARD FEATUR 


i Wiring Gutters 
i ting * Large 7 
for Thin Wall Moun ' ; gee 
epee a eee Concealed Hinges Pn on 
ee Terminal Connectors * — 
— Giant Switches ° Low Cos 


Y, INC. 
FEDERAL ELECTRIC PRODUCTS COMPAN 
5 


. J. 
2 PARIS STREET, NEWARK, N 





77 sa. 


te 






OILER 








Visible automatic oiler made for oiling 
elevator door checks is said to avoid 
waste of oil, reduce cleaning and deco- 
rating expenses and eliminate the fire 
hazard of the waste oil. Transparent 
bottle tells when refilling is necessary. 
Trico Fuse Mfg. Co., 2950 North 5th St., 
Milwaukee, Wis. 
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FLUORESCENT UNITS 


"Visualite" industrial fluorescent lighting 
units may be fastened end to end for 
continuous line lighting. Starter switches, 
lamps and reflectors easily accessible 
and removable. Fixture has adjustable 
pitch to tilt unit to various angles for 
directional control of light. John C. 
Virden Co., Cleveland, Ohio. 





ELECTRIC FAN 








| Jack Frost 12-inch oscillating electric fan 
has self-lubricating bearings, completely 
| enclosed mechanism, heavy wire safety 
| guard, two-speed switch, a.c. only, 50-60 


cycle, 115 volts. Knapp-Monarch Co., St. 
Louis, Mo. 
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TRANSFORMER RUBBER COVERED POWER CABLES e BUILDING WIRE 


it's a BIG ORDER, but 


CRESCENT 
WIRE & CABLE 


is helping meet the need 





BARE WIRE 


aZ1TaVS GaIuYOnKUV 


Safety transformer provides for two 32 
volt a.c. extension lines to give light for 
workmen working under conditions in 
which explosive gases or vapors exist. 
This unit is also adapted for inspection 
work to avoid possible shock where work- 
men come in contact with moist surfaces 
or conditions. It is easily portable and 
may be plugged into any ordinary 110 
volt a.c. circuit. Acme Elec. & Mfg. Co., 
Cuba, N. Y 





SaGuUOO AITSIXATs 


Fy perp 
S incle Sami Orde 
@ 1942 Dioduction 

i 60.000 — PLANES 


At (45.000 —-TANKS 
S|) 20. 000 ANTIAIRCRAFT GUNS 
§ 8.000.000T0NS OF SHIPPING 
Pius - BUILDINGS 


FA CTORIES 
MACHINES ~ 
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TIME SWITCH 








Miles of copper wire and cable go into the manu- 
facture of America’s great bombers, tanks and ships. 
More miles go into the huge new plants that are build- 
ing these weapons for the great allied offensive to come. 
CRESCENT, as in the last war, is playing an increasing 
part in the effort to meet the demand for 


ELECTRICAL WIRES AND CABLES 


WAR PRODUCTION 100% 
CRESCENT INSULATED WIRE & CABLE CO. 


‘) CRESCENT 


WIRE and CABLE 


Factory: TRENTON, N. J. — Stocks in Principat Cities | 


hacen sienna 


o»"* WHOLESALER’S SALESMAN CRESCENT ENDURITE SUPER - AGING INSULATION 


SZ IEVD AVMMNUVd GNV GAISVYONA GVA 


TS-41 Inter-Matic time switch, for single 
ycle operations such as controlling signs, 
store window lighting, flood lighting, 
partment or hotel lobby lights, etc., has 
elf-starting, slow speed, high torque, syn- 
hronous fully enclosed motor. Indica- 
or shows whether motor is runring or 





ot. Timing range is a minimum of 15 
minutes, maximum of 21 hours. Avail- 
ble in capacity of 35 amp. at 115 and 
30 volts. International Register Co., 
520 W. Washington Blvd., Chicago, Ill. 
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LATROBE 


: : 


S ie 





"WIRING SPECIALTIES 


17 ~~ ARMORED 
CABLE SUPPORT 
Provides a quick, convenient method of in- 
stalling armored cable in factories or other 
buildings of steel construction. Permits 
cable to be run at all angles. Eliminates 


the necessity of drilling holes in steel 
beams and thus weakening them. 















| There is a Latrobe Floor Box and Wiring Specialty for 
| every commercial, industrial and residential need. 


Outstanding advantages include decreased installation 
time, flexibility of use, safety, durability and long service. 
These advantages take on new and greater significance as 
the need for war production increases. 


— 


















No. 284 RECEPTACLE NOZZLE No. 110 "LATROBE No. 330 







WATERTIGHT BOX LATROBE" TOM THUMB 
| One of many ‘'Latrobe'’ type 
nozzles for watertight floor Designed to eliminate the This utility outlet is de- 
outlets. No. 284 is a double use of small screws, re- signed especially for use 
duplex nozzle. Very neat and ceptacle straps, filler in wood floors, mantels, 
compact, '/2'' brass pipe ex- plates, etc. Very neat in baseboards, show windows 
pipe extension installed Merely attach free from moisture or me- 
wires and fasten on cover chanical injury. Very com- 
plate. Saves |5 to 20 pact. Easy to install. 
minutes on each installa 
tion job 


Check your stock today and let us know your require- 











tension Or if required, % appearance and quickly and other installations 
| 
| 
| 
| 
| 
| 


ments. We will make every effort to ship when wanted. 


FULLMAN MANUFACTURING CO. 
LATROBE . . . PENNSYLVANIA 





| mation on Federal Reserve Boar 
credit regulations. 


and the Rocky Mountain Electric: 
| League conduct priority informatio: 


| City has_ held meetings mm defens 


| League meeting, Burdett Gibson talk 


| contracts, conversion, sabotage preve! 
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Continued from page 33) 





WPB officials. It also provides infor 


The Electric League of Indianapoli 


sery ices, 


The Electric Association of Kansa 


housing. 












At a recent West Suburban Elect: 


on “Priorities Regulations.” 


In addition to priority informati 
services, the Electric Institute 
Washington covers such topics of 
terest as tire rationing and their effect 
on membet 

In its exhibit quarters the EI 
trical Association of Philadelphia h 


a complete display of defense material 
and equipment installed so that it 1 
be inspecte 1 in actual yperatioi 


Within the framework of the Elec 
trical Association of Rochester, ; | 
aster control unit has been established 
mustering all types of facilities 
equipment in case of emergency to 1 
store electric service tf industi 

2g 


plants serving essential war needs, 
case of interruptions. 

The Electrical League of Clev 
land’s organ “Electrical Production” 


gives important information on sub 


tion, etc. 





IN THE NAVY NOW, is Shannon 
M. Johnson, on leave from his post 
as assistant sales promotion manage? 
of the lighting division of the Hy- 
grade Sylvania Corp. 








U.S. Rubber Has Book 


On Conserving Rubber 


More than 50,000 engineers, plant 
managers, superintendents and others 
will receive copies of the new 48 page 
illustrated book on conservation of 
rubber products in industry just 
brought out by United States Rubber 
Company. Complete and explicit sug- 


gestions are given for the care of these 
products right through from initial de- 
sign to use, maintenance and repair. 
Titled “First Aid to Industry in Con- 
serving Rubber” the book covers all 


types of mechanical rubber 


WPB Priorities School 
For Manufacturers 


A priorities training course nilar 
to that held by WPB for training nev 
members of its own staff wa eld for 
electrical manufacturers during the 


week of May 25-29 at the Hotel Penn- 
sylvania, New York. 

Speakers included WPB_ branch 
chiefs, section chiets, and priority spe- 
cialists. The school was the first held 


for any industry group, and its outcome 
may determine the pattern for similar 
meetings planned in other industries. 
All those who registered were required 


to attend all sessions of the scho 


Fluorescent Order 
Modified by WPB 


The original order restricting pro 
duction of fluorescent fixtures has been 
modified by the War Production Board. 
\n entire new section covering restric 
tions on production and sales has been 
ssued. 

May 16 was the new deadline for 
unrestricted manufacture with mate 


rials which had been ordered prior to 
\pril 2 and delivered by April 20 or 


with materials obtained on an A-2 o1 
lgher rating or under PRP. Afte: 
May 16, manufacture of fixtures de 
igned for use with a total wattage of 
30 or less continued, with material 
rdered prior to April 2 and on hand 

\pril 20. Fixtures of any size may 

made with materials obtained o 


\-2 or higher rating or under 
RP. 
Limitations on sales of fixtures after 
ine 1 was modified to permit unre- 


ricted sale of units designed for use 
th tubes of a total of 30 or less watts, 
| of any size cold cathode fixture or 


rt, in addition to any fixture which 


rries an A-2 or higher rating. 
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Conccwing VITAL 


MATERIALS and POWER 





BY SELECTING CERTIFIED BALLASTS 


Properly designed, constructed and tested Fluorescent Lamp 
Ballasts are a present day conservation must. Approved 
Ballasts save on war-valuable materials because they give 
longer service and also lengthen lamp life by delivering pro- 
per starting current and a constant power flow. Then too, 
Certified Ballasts will give maximum lighting efficiency with 
lowest power loss. 

Save on essential lamp and ballast materials as well as val- 
vable power. Insist that all Fluorescent Ballasts you install bear 
the three seals that stand for long performance— (UL) for 
Safety: ey for Operating Standards: CR) for Quality. De- 
signed for long lamp and ballast life, constructed on auto- 
matic equipment for accuracy and constantly tested for close 
tolerances, Chicago Transformer Certified Ballasts will give 







you Fluorescent Lighting at its best. 


CGRP Gaativo nN 
3501 WEST ADDISON STREET « CHICAGO 























WAR IS TEACHING US 
this lesson! 


tit when speed and efficiency 
mean so much, we all recognize 
eye-fag as a sly enemy—a saboteur 
that wastes our time, effort, and ma- 
terials. We're learning how better 
illumination can be put to work to 
speed hands and increase accuracy— 
to boost production! The ‘‘good 
lighting’ of a few years ago is no 
longerconsidered good illumination. 

A typical new fixture aiding war 
production is the Goodrich High- 
lite, shown at right. Where skilled 
workers need high intensities with 
protection from glare, this deep- 
skirted reflector hides the light 
source from the field of vision. The 
heavy glass cover makes cleaning 
or maintenance a quick and easy 
operation. 

It is but one of 
hundreds of sizes 
and styles of Good- 


rich porcelain 


SOLD ONLY THROUGH 





A 
GENERAL OFFICES AND FACTORY: 4610 BELLE PLAINE AVENUE, CHICAGO, ILL. 


62 





enameled fixtures which meet every 
industrial lighting need. Literature 
on request. 


Protecting vital plants with flood- 
lighting—saving man-hours in 
production — Goodrich Industrial 
Fixtures are serving America’s war 
effort everywhere. 




















Goodrich Highlite Reflector 


ELECTRICAL WHOLESALERS 


(iN Cc Eee oe ee 





Electrical Firms 
Report High Totals 


Encouraging sales totals and profits 
have been chalked up by some electri 
cal manufacturers for the first quarte: 
of 1942, a period in which the problem 
of higher wage levels, production lim 
iting orders and tax increases hay 
pushed up operating costs very greatly 

Net profits of the Square D Com 
pany for the quarter ended March 31 
amounted to $541,170, after deducting 
$3,146,440 for estimated federal incon 
ind excess profits taxes. This con 
pares with profits for the c yrresp mn 
ing 1941 period of $633,670, with de 
duction of revised provision for federal 
income and excess profits taxes 
$1,159,970. 

The McGraw Electric Company ré 
ports net sales for the first quarter 31 
percent ahead of the corresponding 
period of 1941. First quarter business 
was principally on the company’s reg 
ular line of products. In a letter 1 
stockholders, Max McGraw, president 
stated that the WPB has _ permitt 
commercial producti m of electrica! 
appliances to continue until May 31. 

Report for the General Cable Corp 
shows net profit of $946,052 after in 
terest, depreciation, provisi mn of $3.,- 
784,000 for federal income and excess 
profits taxes. This compares’ with 
$1,006,006 for the March quarter of 
last year. 

Anaconda Wire and Cable Co., i 
preliminary report for the first quar 
ter of 1942 shows a net profit ot $548 
235 after reserves for depreciation, etc., 
together with estimated federal incom: 
and excess profits taxes of $3,236,080 
and provisions of $938,000 for contin 
gent reserves. Net profit for quartet 
ended March 31, 1941, and after provi 
sion of $808,727 for federal taxes 
amounted to $748,811. 





GOING UP THE LADDER to be- 
come quotation clerk at Jos. Kurzon, 
Inc., New York, is still low altitude 
to Albert Baron. Spare time finds him 
flying light planes and studying mete- 
orology at N.Y WU. 
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LES. Hears About | 
British War Lighting | 


British standards of industrial light- 
ing were discussed recently by Davis 
M. DeBard at a meeting of the New 
York section of I.E.S. He told the 
group that all factories engaged in any 
kind of war work are required to pro- 
vide a minimum of six footcandles 
illumination. Essential tactories are 
further required to comply with the 
[.E.S. code which is similar in im- 
portant points to the American code. 
Since, due to shortages, all factories 
cannot be relighted, those with the 
worst lighting receive priority. 


To avoid duplication of effort, all 
sections of the British electrical indus- | = 
try have joined in a National Industrial | N 
Electric Lighting Service to avoid, : 
where possible, more than one technical 
lighting specification being prepared A [ DE | | 
for any one factory. \ m 


NSTRUCTION 
FEATURES 


xk * 












ONCE Wesco’s Tampa, Fla. Manager, 
B. L. Boatner now gets his mail at 
Fort Monmouth, N. J., where he is 
first Lieutenant in the army signal 
corps. 





% When you sell QUAD 
Lighting Units you sell 


War Lighting Talked 
at G.E.’s Nela Park 


\ three-day conference on “Wat tomers the highest lighting efficiency. Full line 


me Responsibilities” which was at 





products scientifically de- 





signed to give your cus- 





of industrial and floodlighting equipment—in- 


nded by utility lighting directors and 

thers was held at Nela Park on May candescent—fluorescent—mercury vapor. It's y NO. 1184-M 

1, 12 and 13 A PLM THREADED 

Meeti oss ee ; the line that stays popular. DOME REFLECTOR 
eetings were devoted to discussion 

| lighting activities for production and 










tection I store, home ; 1 black 
it lighting. A similar school, held VADRAN LE bala * COMP NY 


\pril, was attended bv lighting 


rvice men and engineers from points Mgr. of Jucandetscent and Gluorescent Lighti Equipment 
distant as Nova Scotia, Texas, Cali- 32 SO. PEORIA ST. CHICAGO, ILL. 


ria, etc. 
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A Re! 


Covers te Country 


.. ». with Fluorescent Lamp Holders, 
Starters and Starter Sockets 
* None are made better. 
* None will last longer. 
* None are more efficient 


For lighting the factories of war. 


Listed and Approved by 
Underwriters Laboratories Inc. 
Approved by Canadian Engi- 
neering Standards Association 


Certified by Elec. Test. Lab.—Spec. 6 


Twist Type 
Lamp Holder 
Bik. Cat. 353 
Wht. Cat. 353-W 
Combined with 
Starter Socket 


Push Type 
Lamp Holder 
Bik. Cat. 253 
Wht. Cat. 253-W 
Combined with 
Starter Socket 





Cat. 252 Cat. 252 
Patented Patented 
Starter 
FS-2 15-20-watt 
FS-4 30-40-watt 
Remote Certified by 


Elec. Test. Lab. 
FS-6 100-watt 
FS-4 NA 


Starter Socket 


wi 
“Lobster Claw’’ 





1 Lock 
g hey “NO-BLINK" 
Cat. 352 30 and 40-watt 
Patented Patented 





"LLOYD POLICY INSURES QUALITY" 
LLOYD PRODUCTS CO. 


Box C, Edgewood Sta., Providence, R. |. 
EXPORT OFFICE—I00 Varick St., New York, N. Y. 


Representatives—Branch Offices—Warehouse Stocks in 22 Leading Cities 





Open End for 
Fluorescent Reflectors 


Wholesalers may expect that when 
industrial fixtures now in production 
reach them they will be of the open 
end type, and in full accord with a tele- 
gram addressed to manufacturers by 
WPB. Immediate conservation of steel 
is urged by use of open end reflectors 
only on all industrial units not yet com- 
pleted. It was also suggested that no 
more than No. 22 gage for either 48 
in. or 60 in. units be used, with the so- 
bering suggestion that use of steel for 
reflectors may soon be prohibited. 








ETL Now 
Employee Owned 


With a substantially unchanged staff 
in the job, the plant and equipment of 
Electrical Testing Laboratories has 
been taken over by Electrical Testin 


s 














Laboratories, Inc., an employee organ 
ization. 

Something of the scope of facilities 
and range of operations of the organi 
zation is indicated by such diverse 
subjects of investigation as vitamin 
content of fish oils, hydraulic bursting 
strength of large cast iron pipe fittings, 
durability of playing cards, effective 
ness of insect destroyers, etc. in addi 
tion to the long line of testing activi 
ties in the electrical field, in which 
KTL “majors.” 

Today, with tests and inspections of 
raw materials becoming increasingly 
important because substitutes are being 
called into use, and as inexperienced 
personnel affects the efficiency of some 
manufacturing processes, the facilities 
of ETL should be of increasing aid as 
a protection to the consumer. Labora 
tory facilities for optical, physical, me 
chanical and chemical tests of substitute 
materials, new processes and methods 
of construction are available to manu 
facturers. Private, equipped rooms 
where research may be conducted in 
complete secrecy are also available 
with access to the wide range of instru 
ments and other facilities of the labora- 
tory. 


Canadian Wholesalers 
Barred From Retail Sales 


There will be no more sales direct 
to consumers by wholesalers according 
to a recent order of the Wartime 
Prices and Trade Board in Canada 
he regulation was welcomed by mer 
chants in British Columbia who ha 
been eager to secure such action for 
many 





years. 
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ON THE PRODUCTION line at 
Hygrade Sylvania’s Ipswich plant is 
this new non-metal fluorescent re- 
flector which is designed to release for 
war uses the sheet steel ordinarily 
used in reflector manufacture. Here 
the reflectors are coming from the 
infra-red oven which bakes the syn- 
thetic enamel reflecting surface at a 
high temperature. 





New, Iwo-fold Activity 
Of AJW Bureau 


\ wartin e pl 


ram designe 


) O ) 
ve all so-called “Victory Materials” 
portant in a wiring program has 


been launched by the National Ade 
uate Wiring Bureau. Whereas the 
Bureau’s peacetime program was to 
phasize the planning of wiring lay 
uts that would be keyed to possible 
creased future demands, today it is 
to provide builders of defense homes 
with Wiring designed to vive 1) iximum 
immediate service and convenienc: 
hile conserving the maximum amount 
I copper 
The program is two-fold. On the 
ne hand, the slogan “Victory Wiring 
Systems for Defense Homes Save Vic 
ry Materials,” throws its weight be 
1 conservation of essential mate 
s. On the other, the slogan “‘Check 
ur Wiring For Wartime Service” is 
spearhead for an educative job with 
sumers giving factual “how to” in 
mation on ways of caring for and 
getting the best service from wiring 
tems. 
leetings of various groups, mailing 
es and posters are publicizing the 
vities of the Bureau throughout th 
istry. 


ln Distributor’s Branch 


in leave of absence from the E. S. 
E. Co., of Albany, New York, is 
A. Ablett. He is now working 
r McKew Parr in the WPB Dis- 


utor’s Branch, Electrical Section, 


\Vashington. 
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ave Vital METALS -:- 


ILLINOIS 


ALL PORCELAIN 


WIRING 
SYSTEMS 


are safe, permanent and 
easy to install 





OUTLET BOXES 


Glazed and un- 
glazed styles con- 
formiag. to all ex 
isting standards of 
dimensions, spac- 
ing, Position of 





knockout holes 
and mounting 
screws. High me- 
chanical and elec- 
trical efficiency 





SWITCH BOXES 


Insure greater safe- 
ty in wiring and 
the elimination of 
all grounding haz- 
ards. Made of best 
quality white porce- 
lain. Metal inserts 
are placed in two 
holes of the switch 
boxes for receiving 
sc,ews of standard 
switches, plugs, 
outlets, etc. Knock- 
outs for single 
wires, also for 
cables. Specify and 
use them. 








STANDARD TUBES 


In sizes '2 to 48 inches, 
5/16- to 3-inch diameter in 
following types: unglazed, 
glazed, split, floor, split- 
floor, headless, curved end, 
crossover split, and cross- 
over. Diameters all uniform 
both inside and outside 





KNOBS 
Cement coated—nail—genu- 
ine leather-washer — code 


standard. They don’t chip 
when driven in and they 
stay in place. 





Biill Dae 


Look for this 
Trade Mark 


e ILLINOIS All Porcelain Wir- 
ing Systems are finding wider 
acceptance today than ever 
before for residential, commer- 
cial, and industrial wiring. The 
reason is they fit so well into 
the Victory program by con- 
serving metals, simplifying in- 
stallation, and insuring perma- 
nency. They are particularly 
dependable where dampness 
and fire hazards prevail—they 
don't rust or corrode. You can 
guarantee ILLINOIS All Porce- 
lain Wiring Systems for longest 
service life. 


TOGGLE SWITCH 
PLATE 
All porcelain with beveled 


edge and decorative pattern 
on face. 





CLEATS 


Standard one two, and 
three-wire types 





ILLINOIS evectric porceLaIn co. 


MACOMB, ILLINOIS 

















Pass & Seymour, Inc. 


66 





for 


MAXIMUM EFFICIENCY 


In 
MINIMUM SPACE 





The P&S-Despard Line 


Small size conserves critical raw 
materials — Compact combi- 
nations eliminate multi-gang 
boxes and plates—no lost time 
waiting for factory assembled 
combinations—Make your own 


right on the job. 


AVAILABLE FOR PROMPT 
SHIPMENT ON RATED 
ORDERS. 


Send for your copy of our new 


No. 42 Wiring Device Catalog. 


SYRACUSE, N.Y. 











Wesco Men Move 


New Manager of the W estinghouse 
Electric Supply Company’s northwest 
ern district, with offices at Chicago, is 
Henry Czech Hle is succeeded as 
northern district manager by Roy L. 
Brown, who has been at the head ot 
the company’s Indianapolis district. 


10 New Members For 
Ilg 25-year Club 


Ten employees of the Ilg Electric- 
Ventilating Company, Chicago, were 
made honorary members of the Ilg 25- 
vear Club at a banquet held at the 
Edgewater Beach Hotel. 

P. D. Briggs, general sales manager, 
presented gold watches to the initiates 
who entered the company’s employ in 
1916-17. They are M. Dalke, C. 
Genin, L. Guck, W. H. Hallsteen, M. 
Koshar, F. Kukowinski, W. H. Reitz, 
F. Wajrowski, A. Zmich, and R. Kaan, 
all of whom occupy executive or pro- 
duction positions, 

S. Ws Weis, chairman of the Ilg 
Board of Directors, was one of the 
honorary guests and speakers. J. M. 
rank, president of Ilg presided at 


, 
the eting 
tne meeting. 


Oshkosh and Milwaukee 
Men Get Together 


Some 100 Milwaukee business men 
journeyed to Oshkosh recently to meet 
with business men there in recognition 
of the contribution Oshkosh is making 
to the war effort. Frank W. Greusel, 
president of the Greusel Distributing 
Corp., Milwaukee, make the principal 


address 








STRAIGHT SHOOTING bunch of 
West Coast salesmen pose in front 
of their prizes. On right is Lyle 
Hastings of Graybar, San Francisco. 





HERE'S THE 
POINT 





SELL TRICO 


POWDER-PACKED RENEWABLE 


FUSES 
@ YOU HAVE SOMETHING BETTER TO 
OFFER 


A custom built powder-packed renewal 
element instead f an rdinary 6 
strip 

@ THE ELEMENT IS NOT INTERCHANGE- 
ABLE with ‘Bare Links 5 get all re 


peat business 

CUSTOMERS GET 3 TIMES THE SERV- 
ICE 

NO PRICE COMPETITION Tr juality 


sells itself—price is no issue 
SOLD ONLY THRU WHOLESALERS 
THEY'RE NATIONALLY ADVERTISED 


WRITE FOR BULLETINS 











TRICO FUSE MFG. CO., Milwaukee, Wis 


in Canada: IRVING SMITH LIMITED, Montreal 











ELECTRICAL 


S J ECI ALT! E s MLL 


RE NA I 
INDUSTRIAL SERVICE 


_ One of many varied 
P types of Rusgreen En- 
: dulators . . . for use 
with steel or fibre con- 
duit. D.C. service or 
non-ferrous metal. 









Rusgreen Bus Supports 

made for indoor 
or outdoor service. All 
types and constructions 





For more than a quarter of 
a century, RUSGREEN has 
specialized in the manufac- 
ture of standard and spe- 
cial electrical items for 
heavy industrial applica- 
tions. All are built to the 
most exacting requirements 
. « « assurance that they'll 
do the job. Write for a com- 
plete selection of RUSGREEN 
bulletins. 








ENDULATORS (POTHEADS) ALL SIZES « ALL 
SHAPES * ALL VOLTAGES © ALL TYPES 
* BUS SUPPORTS © SPLICING KITS AND 
MATERIALS * INSULATING COMPOUNDS 


x © @ 


RUSGREEN MFG. CO, 


14260 Birwood Avenue * Detroit, Mich: 
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UL Engineer to WPB Use @ GLOW LAMPS 
Robert B. Shepard, who has been ee ee ee 
chief electrical engineer of Under- ; 
writers’ Laboratories, Inc., since 1924, 
has been appointed deputy chief of the 
Simplification Branch of the Bureau 
of Industrial Conservation of WPB. 
His services are being loaned to WPB. 
Howard Coonley, chief of the Branch, 
whom he will assist, left his post as 
chairman of the board of the Walworth 









; pre LF _, SAFE ~ CONVENIENT 
Co. about six weeks ago, to take the as id waam ‘ONG LIFE~LOW COST 
top position. The branch will not Pee GENERAL (96) ELECTRIC 


undertake the detailed work of simpli 
fication, byt will promote progress 





through other industry groups. 













Changes Name NOW IT’S EASY FOR YOU and your _ stuffer. It explains the uses of G-E Neon 

| dealers to demonstrate the economy and Glow Lamps in every part of the home. 
safety features of G-E Neon Glow Lamps ___ And there’s an attractive counter display 
for use as night lights in the home. carton that holds ten lamps. Use both the 
There’s a new booklet, “Lamps that booklet and counter display and get your 
Glow in the Night,” which can be used dealers to do the same. For information, 
as a counter give-away or as anenvelope write to the address below. 


Che Utilight Sales Co. will be hence 
forth known as the Detroit Industrial 
Products Co. There has been no change 







f location, since the company remains 
it their former address at 4833 Elm 
hurst Avenue, Detroit. 










—— NELA SPECIALTY DIVISION, LAMP DEPARTMENT 
Association Notes 


UFFALO—tThe Electrical Associa GENERAL 56) ELECTRIC 
n of the Niagara Frontier continues 


issociation activities at their new 410 Eighth Sé., Hoboken, N. Js 


eadquarters, 900 Electric Building, 


Buffalo, New York. 






















PEORIA—A war activities meeting 
f the Lake Michigan Club and _ the 
Missouri Valley Club was held at the 
Mt. Hawley Country Club, this city, on 
May 6. The meeting was attended by 


60 wholesalers and their priorities men 
m Chicago and central Illinois, east 
lowa and St. Louis, Mo. Che 


peaker was . McGivern, manag 
| A. J. Mc( go 





ng director of the Chicago Electrical 





Wholesaler’s Association, recently re 
urned from Washington, who inter 










reted the new government rulings at 





ting wholesalers. 
eae And there's just as much difference between 












YEW ORLEANS—The recent meet the streamlined BRIEGEL METHOD of making 
ops" Pr re ek 48 conduit connections and old-fashioned methods. 
g of the New Orleans Electrical 
\ssn., at the Roosevelt Hotel held The BRIEGEL METHOD saves you up to 50% 
ntly with the New Orleans Chapter on time and a substantial saving on materials al- 
t the Illuminating Engineering Soci- lowing you a larger margin of profit on 
ty, featured an interesting and educa- each job. Make quick, easy, strong and No extra turns or twists, 





nal talk by Dr. Samuel G. Hibben of neat connections this MODERN way. 
Westinghouse Lamp Div. on black 
uts, in which he illustrated the kind 
| lighting equipment that could and 
uld not be used during a blackout. 
\t a dinner meeting sponsored by 
the New Orleans Local Chapter of the 


no nuts to tighten when 

you use B-M connectors 
and couplings. Just TWO 
SQUEEZES with the patented 
B-M indenter (which costs 
you only $1.25) and you 
have a smooth efficient job. 
Approved by Underwriters 









































E. S., Willard C. Brown, national ei Laboratories. 
resident of the society, in his speech DISTRIBUTED BY 
tat that all lighting activity was 
: . ry = . a“ The M. B. Austin Co. The Steelduct Co. 
W e1Nng directed toward the increas- Chicago, Ill. Youngstown, Ohio 
ng of industrial production. He also — Mark & Co. ——— —— 
, ae Svanston, III. ittsburgh, Pa. 
ed a new lighting code adopted Clifton Conduit Co National Enameling & Mfg. Co 
. a a Le = Jersey City, N. J Pittsburgh, Pa. 
ve American Standards Assn. General Electric Co Triangle Conduit & Cable Co. 
is to serve as a guide in estab Bridgeport, Conn. Elmhurst. N. Y. C 


proper lighting levels in 





THOD TOOL CO., Galva, Ill. 


Gi 






June 1942 — WHOLESALER’S SALESMAN 

















a, D 













FOR INDUSTRY 





A skillfully engineered industrial series .. . 
specifications and incorporating these outstanding features: (1) for 
individual or continuous line installation (2) 


feature for easy hanging and servicing (3 
ing enamel (4) "V" 
for literature 


LIGHTING 


HIGHLAND PARK. 


WRB 
ist t=iL AG 


Strong Time-Lag 
2 TO 5S TIMES 
Normal Current 


INCREASED PROTECTION 


End Needless 


Fuse Blowing 
Certified to Comply— 
Federal Specification 
WF-803a, Type I! 


J 
APPROVED BY UNDERWRITERS 
” 
Write for Details 
Mtgr’s Agents Territory Open 


WARE BROTHERS 


4420 W. Lake St., Chicago 


ighting Ito 


INDUSTRI: LINE 


GIVES BETTER LIGHT | 


“one man installation” 
“Klasium” finish, the last- 
shaped reflector for maximum light output. Send 


PRODUCTS, 
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ELECTONC FIETURE 








Fixtures are certified 
Fleur-O-Liers and 
Underwriters’ Labor- 
atories, Inc., ap- 
proved and bear their 
labels. Precision built 
of heavy gauge steel 
electrically welded to 
prevent parts becom- 
ing loose and to give 
greater rigidity to the 
fixture. Available in 
one or two lights for 
29, 40 or 100 watt 
Mazda F Lamps 


NC. 


fabricated to exacting 


ILLINOIS, U.S.A. 


STRAIGHT CONNECTOR 


For Conductors of Equal Size 





Catalog Nos. ST500 to ST2000 


Designed to resist excessive pull-out strain. 


ADJUSTABLE STRAIGHT CONNECTOR 


No Removable Parts 





Catalog Nos. CR4 to CRS 


UNIVERSAL STRAIGHT CONNECTOR 


Both ends of this Connector are Adjustabie 





Catalog Nos. 04 to 0201 


Each end fits over moderate range of conductor 
sizes. 


WRITE FOR CATALOG 3LC 


KRUEGER & HUDEPOHL 


236 VINE ST. +++ CINCINNATI, OHIO 
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salesman at the Knoxvi 
branch of the Graybar Electric Co 
pany, W. E. Mallicote was recent 


appointed sales manager of the Chat 


Formerly 


tanooga office. Joined Graybar in 1928, 
replaces C. C. McGraw who recent 
was called into service 


John H. Varnum, for more than 8 
years advertising manager of 
Switch and Panel Division, Square D 
Company, Detroit, left Larrowe Mz: 
ing Company, division of Gener 
Mills, Inc., April 1 to return to his 
former company. He will be located 
in Detroit. 


MORE FACTS 


ON PRODUCTS 





Air Pump—Gast Mfg. Corp., Bent 
Harbor, Mich., issued new edition 
their Rotary Air Pump and Compres 
sor Catalog, which describes and ill 


trates various models. 


Transmissions \ quick = refere 
catalog-handbook includes 52 pages 
recommendations, application dat 


photos and engineering informatio: 
transmission equipment of Ideal ¢ 
mutator Dressor Co., Sycamore, III 


Rotary Switch—Rotary type instru 
ment, control, transfer and aunxiliar 
switches are described in a 16-p 
catalog, 7140, produced by the Rolle: 
Smith Co., Bethlehem, Pa. 


Fluorescent Unit Bulletin N 
VF 1-41, released by John C. Vird 
Co., Cleveland, Ohio, describes 
illustrates the many features of the 
“Visualite” industrial fluorescent lig! 
ing unit. 


Electric Tools—New 64-page loos« 
catalog, No. 37, issued by the Inde 
pendent Pneumatic Tool Co., 600 W 
Jackson Blvd., Chicago, IIl., gives 
scriptions, specifications and prices 
its entire line of electric tools 


Fittings and Devices 
recently announced by Penn-l 
Electric Corp., Erie, Pa., not only 

the various types of conductor fittings 
and devices made by this com 
but also includes a 6-page illustr 
index as an added convenience t 
reader. 


180-pag« cat £ 
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DOUBLE 40 WATT 
BALLASTS 





— sonuaaueete 
e High power factor 
e Cool, quiet operation 


FOR A 
TROUBLE-FREE ANSWER 
TO YOUR BALLAST 
PROBLEMS 


WRITE 
ACCURATE ELECTRIC CO. 


2944 W. Lake St. 
Chicago, Ill. 

















STANDARD 
DOME REFLECTOR 


- Housing shaped to shed dust. 
2. Air circulates to dissipate heat. 
3. Positive eccentric locking clips. 


Another Revere 
Achievement a 
reflector that pro- 
nel Lens Flggd- Vides utmost effi 
light for bound- ciency and safety. It 
ary lighting, et is cool operating 

temperature inside 

does not exceed 7s 
ROTATING 4 Jogical answer to 
750 to 1500 a? 

a definite lighting 
problem. 


DEFENSE 


180 Degree Fres- 


efficiency 
floodlight of . 
unique design many M 
for large Opments for Produc 
area on tive and Protective 
lighting Lighting 


about the 
Revere devel 


Learn 


WRITE FOR PARTICULARS 


DDOOR and OUTDOOR LIGHTING UIPMENT of EVERY DESCRIPTION 


Fluorescent Accessories General 
Electric Co. of Bridgeport has released 
a descriptive folder on accessories for 
fluorescent lighting which includes 
illustrations of their fluorescent start 
ers and lampholders. 


Air Circuit Breakers—Low-voltage air 
circuit breakers, type HD, are des- 
cribed and illustrated in a new 12-page 
catalog No. 2150, released by Roller 
Smith Co., Bethlehem, Pa. Shows 
typical methods of making connections, 
gives dimensions, and indicates the 
number and size of terminals. 


Electrical Equipment — New 16-page 
catalog, No. 18, contains illustrations, 
descriptions, ratings, and prices of over 
one thousand stock items in rheostats, 
resistors, tap switches, chokes, and at- 
tenuators made by the Ohmite Mfg. 
Co. of Chicago. 


Electric Fans—New 1942 fan folder, 
X4514, for dealer distribution, offers 
suggestions on how to make fans last 
longer and get more comfort from 
them, plus illustrations and descrip 
tions of many [ 
the Emerson 
St. Louis. 


types of fans made by 
Electric and Mfg. Co. of 


Industrial Lighting—The manual en 
titled, “Benjamin Specifications for 
Productive Lighting in War Plants” 
issued by Benjamin Electric Mfg. Co., 
Des Plaines, Ill., contains 21 problem 
solutions covering both fluorescent and 
incandescent lighting. 


Electric Co. 
has available a new 24- 


Wiring Devices—General 
of Bridgeport 
page Q-Floor wiring catalog, describ 
ing G.E. fittings, six 


Q-Floors, and 


basic types I 
wiring 
duct and panel accessories, 
conduit to W 
finished 


listing Q-Floor 
accessories 
accessories to connect 
Floors, 


floor, and tools for 


accessories for the 


installation 


Lighting Units—A four-page folder 
published by the Utilight Sales Co. of 
Detroit describes and illustrates the 
various types of Utilite adjustable 
lighting units. 


OBITUARIES 


L. A. S. Wood 


One of the outstanding illuminating 
engineers in the country, L. A. S. Wood, 
died on May 6 after a very brief illness. 
Associated with the lighting industry dur- 
ing all of his business life, Mr. Wood 
had pioneered in promoting good practice 
for street and highway lighting in this 
country and in England. At the time of 
his death, he was chief lighting engineer 
of the Westinghouse Electric and Manu- 
facturing Company in Cleveland. Born 
in London, educated in electrical engineer- 
ing, Mr. Wood came to the United States 
to introduce the flame carbon arc lamp, 
was first associated with Westinghouse, 
later the Cutter Company and 
returned to his original connection when 
the George Cutter Company was taken 
over by Westinghouse. 


George 
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| “These are 
BUSY days!” 


SAVE TIME-select your 


conductor fittings from this 
Catalog . . ALL good types 


You can buy Tee Connectors, 
Grounding Clamps, Cable Taps... 
Straight, Parallel, Elbow and Cross 
Connectors . . . Service Connectors, 
Bus Supports, Terminals... prac- 
tically every good type, in the 
COMPLETE line. 
— JUST FOR 
EXAMPLE — 
here are some 
of the standard 
Penn-Union Vi- 
tite terminal 
lugs: 


Center tongue 








Round, 90° 


Round, offset Round, center 


These types and 
many more—in a 
complete range of 
sizes, Write for Catalog. 


Penn-Union connectors are the first 
choice of leading utilities, indus- 
trials, electrical manufacturers and 
contractors. They have found that 
“Penn-Union” on a fitting is their 
best guarantee of Dependability. 


PENN-UNION 
ELECTRIC CORPORATION 
ERIE, PA. Sold by Leading Jobbers 


Conductor Fittings 


























“FRIGID” 
VENTILATING EQUIPMENT 


Circulators, Exhaust Fans, 
Blowers, Attic and Industrial Fans, 
Spray Booth Fans, Shutters 


Write for Catalog and Prices 


Circulators and Devices 
Manufacturing Corp. 


100 Prince St. New York, N. Y. 











; SUPERIOR 
o> NAIL KNOBS 


Approved by National 
Board of Fire Underwrit- 
ers. Real leather head 
washer; extra heavy cap: 
positive grip wireways; 
new Code base; steel 
spring washer; and 12d 
cement coated nail. 


SEND NOW for newest 


literature including low 
price lists. 


SUPERIOR PORCELAIN CO. 


Box 669 Parkersburg, W. Va. 















Te Toa 


SOLDERLESS CONNECTORS 


HAVE YOU TRIED 
The New Ilsco Lugs ? 





BUILT FOR OVERLOADS! 


The new design—as passed 
by the Underwriters’ Labo- 
ratories May 1, 1940. 








GENTLEMEN MAIL 

SEND ME new Catalog & Samples COUPON 
TODAY 

Name 

Firm .. 

OS ocak ou e 








ILSCO COPPER TUBE 


AND PRODUCTS, inc. 


5629 MADISON ROAD ---=— CIN.,O. 
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ANYTHING 
ELECTRICAL 
ON & OFF 
REGULARLY 


The TORK CLOCK CO., Inc. 


MOUNT VERNON, NEW YORK 











Y 0 UJ can't sell 


your product 1f 
you don’t tell your 
salesmen—our 


readers—the whole 


story FIRST— 


Tell them FIRST 
Tell them OFTEN 
Tell them ALL 
FOR 
BETTER SELLING 


WHOLESALER’S SALESMAN 


330 West 42nd Street, New York, N. Y. 
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ETWEEN THE LINES of today’s war news is 
B written a story that is even more vital than 
the news itself. For through that story we begin 
to discern the pattern of victory, not yet complete 
in all its details but increasingly clear in its 
essentials. 

It is the amazing story of how American indus- 
try has responded to the call for the weapons of 
total war, of how its technicians, workers, and 
managers are driving through an unprecedented 
task of fantastic size and complexity. 

France fell in June 1940. During that month 
this country produced about $150,000,000 in 
war goods. By June 1941 the Nazis had overrun 
the Balkans; and in that month our war produc- 
tion was S$800,000,000. ‘The fateful month of 
December 1941 gave us an output of $1,800,- 
0, 000—an increase better than tenfold in eight- 
en months. And in May 1942 our total expen- 





The Story That Must Be Told 


know the story best: Donald Nelson, Chief of the U.S. War Production 
Board, and (right) Oliver Lyttelton, Great Britain's Minister of Production 





ditures for war equipment and supplies mounted 
to the staggering total of $3,500,000,000. 


This is an increase of twentyfold within two 
vears, of itself a stupendous industrial achieve 
ment. But what is even more important, that 
achievement already is making itself felt the 
world over—in the Orient, in Australia, in Libva, 
in Europe, in the Coral Sea, at Midway Island, 
at the Aleutians, and wherever else we find a 
battlefront manned by free men. 

‘To accomplish it, many industries have been 
pouring out war materials at a rate that only 
six months ago did not seem even remotely pos 
sible. Starting from scratch, our factories have 
turned from their peacetime jobs, first to meet 
and then to surpass the most hopeful estimates 
of what might be expected of them. 

‘To do this they have drawn heavily upon all 
of their resources. ‘Their skilled and unskilled 
































man-power has thrown into the task a war-born 
will to work; their research staffs have bent to it 
all of their scientific resources; their engineers 
have applied to it their utmost ingenuity; their 
executives have devoted to it the full measure of 
that managerial skill which has won for American 
industry the respect of the modern world. 

For the first time in history we have pushed 
the accelerator of the world’s greatest engine of 
mass production down to the floorboard. Always 
in times of peace, factory men have had to gear 
production to what the markets would take. But 
now the market they are called upon to serve 
is hungry for the last ounce of potential output. 
For war confronts industry with a demand limited 
only by its capacity to produce. 

During these feverish months, while a des- 
perate world has watched breathlessly to see how 
\merican industry would perform as the arsenal 
of democracy, we of McGraw-Hill have followed 
with mounting pride — at times almost with won- 
der—a new miracle of industrial achievement. 

Some day the full story of this American in- 
dustrial effort will fill a brilliant chapter in the 
epic history of our times. Meanwhile it would 
be premature to celebrate the completion of this 
task. For victory has not yet been won; that still 
lies at the far end of a road that we may find 
to be long and arduous. 

But even now we can be certain of one essen- 
tial of that victory. American industry is doing 
its job; it is delivering all that the people have 
asked of it— and more. 

As I have watched with my associates the un- 
folding of this picture, | have wished that it were 
possible to broadcast it, in full color and wealth 
of detail, to the people of America, so that they 
could understand at least, in part, the job their 
industry is doing for them. It would help, it 
seemed to me, if the men of industry themselves, 
each so intent on his own task, knew what their 
fellow-workers in other fields have been doing. 

However, the managers of industry have been 
far too busy doing to talk. ‘They are going to be 
just as busy for some time to come. Naturally, 
many det ails are yet to be spread upon the 
record and, indeed, the full story cannot be 
told. But that part of the story that can be told 
is well worth the telling and the he: aring, if only 
for its revelation of the spirit of an awakened 





\merica, throwing its all into the fight against 
the tyranny that has brought so many of the 
world’s little people under its heel. 

The 1941 war production of the United Nations, 
exclusive of the United States, equalled the total 
1941 war output of Germany with all of its captive 
plants and enslaved labor. Since Germany's 1941 
operations were at maximum capacity no further 
increase is possible. British output has been expand- 
ing to the point where its 1942 production is con- 
siderably ahead of Germany's. 

In May 1942 American war production passed 
the British output 50 days ahead of schedule. In 
1943 it will be 3 times that of the British. 

This has been brought about under the lead- 
ership of Donald Nelson and the War Produc- 
tion Board, the Army, the Navy, the Maritime 
Commission, with the cooperation of manage- 
ment and labor. It has been furthered by the 
cooperation of Oliver Lyttelton, British Min- 
ister of Production, and other British production 
authorities. 

But the story goes far beyond that. It gives 
us a glimpse of the America as it will emerge 
from this war, its industries again setting world 
standards of production, which will become the 
spearhead of our post-war economy. 

This is a story that cannot be adequi itely told 
in generalities. It must be told in some detail. 
or instance, the great accomplishments of the 
machine tool industry, the great forward strides 
made by the aviation industry, the tremendous 
achievements of the chemical industry, the amaz- 
ing conversion of many industries will warm the 
hearts of Americans. 

These aspects of the subject deserve the full- 
est treatment and will be told month by month 
in these pages until the story has been completely 
unfolded. We will try to give a concise overall 
picture of the war job that industry has done and 
still is doing. You will find it a thoroughly Amer- 
ican story of high American achievement in which 
every American can take pride and from which 
every American can take hope for the future 
of his country. 

The story is far too significant to be withheld 


President, McGraw-Hill Publishing Company, Inc. 


any longer. 
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